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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life A Progressive SURETY and CASUALTY Company 
Insurance Co. 


St, Louis, Mo. 
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CONTRACT DIRECT WITH THE 
Americanize Your Credits | aie cenaae 


Credit Insurance, as issued by the American Com- FAn aca , 

: , 7 - f An old organization with a new plan now wants an 
pany, is a broad service which brings to manufac- agent in pa city over 10,000 eeiaiasieen Offers 
turers and wholesalers the following vital benefits: for the first time an exclusive agency in the following 


1—It reduces the credit waste. cities: 


2—It affords an accurate basis for costs. tints Wisonin Michig " Penneyivania 

ee 2 A save sca ae 
3—It affords superior collection facilities. rein waukee boy Ear ty se 
4—It increases efficiency. Decatur _ —- Superior Grand Rapids Erie 
5s—It promotes prosperity by stabilizing business 1 : — Bar 
6—It distributes the burden of loss and affords an ne ee New Hampshire om Wilkes 

independent reserve fund over and above the Indiana Topeka Coneord York 

_——— Manchester 
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capital employed. va 
The American Credit-Indemnity Company has suc- adeepate 


cessfully rendered such service for the past thirty : ase ee ; 
years. In that time we have not only paid over The Inter-State is the only organization insuring 
thirteen million dollars to our policyholders, but have only business and professional men for loss from ac- 


prevented countless losses as well. cident or sickness. 

Let our local representatives tell you about our Premium Rates—The Lowest 
Policies, as well as help you with your particular Policy Forms—None Superior 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. | 
of NEW YORK J. F. McFadden, President INTER-STATE 


Executive Offices: BUSINESS MEN’S ACCIDENT ASSO. 


511 a" es aa cats on Mo. Brown Hotel Building 
ffices in all the Principa ties DES MOINES, IOWA 


Credit Insurance Exclusively i ERNEST W. BROWN, Sec’y-Treas. 








Write the Home Office for particulars 
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A dependable policy such as is 
written by the MERCHANTS 
LIFE is frequently the adjuster in 
the settlement of financial difficul- 
ties—the one thing that satisfies 
the banker in a crisis. 





MERCHANTMEN solicit busi- 
ness with the knowledge that every 
man needs life insurance as a pro- 
tection to his business as well as 
to his family. 





There is a greater OPPORTUNI- 
TY for MERCHANTS LIFE 
SALESMEN today than ever be- 
fore. 





A FEW GENERAL AGENCIES 
OPEN TO THE RIGHT MEN. 
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WILLIAM A. WATTS, President 
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OBSERVATIONS OF AN 
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AMERICAN FIRE 


/ UNDER- 
ENGLAND | 


National Control Makes for Entirely Different Methods in Great Britain 


Than Those Used in America 


By Edward R. Hardy, 


Secretary, The Insurance Institute of America 


T has been my privilege to visit England 
twice; one visit including Scotland, and in 
connection with this visit to meet a large 
number of those engaged in the insurance 
business, more especially as it was my very 
rare privilege on the first occasion to attend 
the Annual Conference of the Chartered 

Insurance Institute in Birmingham in 1922, 
and the Conference at Manchester in 1923. There are a few 
outstanding features of the insurance business which I think 
would impress any one. 

A few years ago an American connected with one of the 
larger American companies said that his impression was that 
the insurance district of London was small compared with that 
of New York city. It seemed to him more naturally related to 
that of Boston. 
tered probably than the similar district in New York, for 
instance, and Boston, too. Therefore, the two latter cities gain 


Such is not my impression. It 1s more scat- 


an insurance impressiveness which probably is lost in London 
because of a somewhat wider distribution of the head offices. 
This was my first impression on my first visit. and it is affirmed 
in my second visit. 

The English type of architecture conveys the impression of 
massiveness, which is not the case in this country. Our adoption 
of the skeleton type of construction with the extreme heights 
which are not permissible in London, lends to our buildings an 
appearance of lightness, perhaps, which is not the case, I think, 


in Great Britain. The impression is wholly one of solidity, and, 
frankly, I like it very much. The Cunard Building on lower 
Broadway is much higher than the buildings in London, but 
conveys something of that idea of solidity which is not typical 
of our American structures. It is a matter of choice or taste, 
one might say, as to which you like, but personally one must 
he impressed with the solidity of the English business house. 
This is true even in the other centers away from London. I 
have in mind the buildings in York, Leeds, Birmingham, Man- 
chester and other places. 

The branch office system in Great Britain, which is practically 
unknown in this country, assists in this movement. The branch 
office of a company is the place where the policies for the district 
are written. Policies are not written by any local agent in Great 
Britain, but are written at the branch or the head office. The 
result is that it affords an opportunity for a structure of special 
size for a company in order to take care of this work. And the 
effect is to make the insurance business somewhat more im- 
pressive, it seems to me, because of this very physical expression 
of itself in substantial structures. 

The companies generally are of the omnibus variety, as we 
term it, and handle all kinds of business, including life. This 
action results in bringing to the head and branch offices a volume 
of business to be cared for that would not be if they were limited 
in the lines they wrote. It is true that in the United States we 
are having a tendency to multiply directly or indirectly the lines 
which companies write. They are still, however, continuing to 
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do this much on the divided line principle. Perhaps that is 


best adapted to American conditions, but we lose something 
by it. 

Another thing that strikes the visitor is the fact that, having 
done business all over the world for so many centuries, the 
business man of Great Britain comes naturally to have a world 
outlook. He is not obliged to be burdened with local conditions 
only to a certain extent. But he is obliged to so shape his plans 
and thinking as to consider the world as his insurance field, and 
not to be unduly impressed with any one locality. It is also 
probably a safe statement to make that no other group of busi- 
ness men so touch the world as insurance men. Others are 
interested in selling their goods to foreign countries, but may 
be limited to a certain field owing to the character of their 
product. The insurance man, however, sells his policies all over 
the world, and thus is obliged to keep a world viewpoint. 

The central organization in Great Lritain appears to lend 
itself to certain features which are not possible in the United 
States, due to the fact that the business of insurance here is 
subject to control by the State and not by the central govern- 
ment. One illustration of this will suffice, and that is in con- 
nection with workmen’s compensation. This subject has been 
discussed for some two or three years in Great Britain, and at 
last an agreement has been reached between the government 
and the accident offices committee, as I believe it is called, which 
agreement provides that of the moneys collected the payment 
for injuries shall amount to a certain per cent of the premium. 
This is fixed, I believe, for the first year, and is to increase the 
second, and presumably should the payments be less than this, 
the rates will be reduced, and they must be increased if the 
losses exceed the percentage of the premium which has been 
agreed upon as a just return, the balance going for expense and 
a possible profit to the company. In the United States such an 
agreement could not be made with the central body because of 
the fact that there are 48 States, omitting the Territories, each 
one of which could say what it pleased in regard to such an 
agreement. but it does illustrate how problems of large magni- 
tude are taken up and handled between the companies and the 
proper committees representing the government, to apparently 
the mutual satisfaction of both. 

The system of schedule rating which has been so highly 
developed in the United States is not true in Great Britain. 
Their schedule for special hazards is very highly developed 
but the minutize of the universal or the analytic is not found 
in Great Britain. It should not be found in this country to 
the extent that it is. In passing it may be interesting to note 
that the schedule is not applied by a central body, but by the 
surveyor of the company that controls the risk. Let no one 
think that it can be misapplied because it is done in this way; 
there are plenty watching to see that it is done correctly, and 
a proper check is evidently established. 

It is best now to turn from this phase of the matter and to 
consider another part in which I was deeply interested, and in 
which part there is a growing interest in the United States, and 
that is the educational movement. In the year 1873 there was 
organized at Manchester, England, the Insurance Institute of 
Manchester. This was the first society among insurance folk 
in the world whose interests were primarily educational and 
secondarily social. That is, the Institute was not business in any 


4 


specific shape or form, but it was educational. I*rom that be- 
ginning other institutes were founded in different centers, and 
in the year 1897 a distinct advance step was taken when the 
Federation of Insurance Institutes was organized, this meeting 
being held at Manchester in March of that year. The object 
of the Federation was to unite the educational activities of the 
various local institutes into a symmetrical whole. Up to that 
time each local institute had gone its own way, which was quite 
natural, and had done very good work. The result, however, 
was purely local, and there was the lack of the common stand- 
ard. These conditions could only be overcome by a central body, 
The movement was successful from the beginning. By the 
second year of its organization the Federation offered distinct 
courses of study and examinations to be passed, which examina- 
tions were to be recognized by the presentation of diplomas. 
Twelve years ago the Federation was enabled to take a very 
positive advance, in that is secured from the crown a charter, 
and this was in line with similar bodies in Great Britain who 
held a charter. This charter put the seal of approval on the 
institute movement, and it has been immensely advantageous 
to the insurance institutes in their educational work. In the 
United States we probably have nothing similar to bodies 
created in this way by a charter. I regret this, because | think 
such movements are immensely benefited by charters granted 
by the central governing body. It should be pointed out that 
obtaining the charter was not a simple matter, but that more 
than one year of good, solid work was put into doing so. | 
stress this because it will be an encouragement to those who 
have had the same matter in hand for the Insurance Institute 
of America. Where does the Chartered Insurance Institute 
stand today? The figures tell their own story. The number who 
entered for the examinations was 5,085, of which 4,652 sat for 
the examinations, as compared with 3,680 in 1922. These were 
the associateship examinations, because it should be understood 
that there is also a fellowship examination, which means, of 
course, that it is a higher status, and 139 entered for this fellow- 
ship examination, while 118 sat for it as compared with 96 last 
year. These figures are not easily comprehended, perhaps, but 
if it is recalled that there are very few universities in the world 
which have as many as 5000 students it will help to appreciate 
what has been done. This increase in number has _ brought 
certain problems, and the institute is now adding a preparatory 
course, which means that those who go forward for the ex- 
aminations must first pass in the preparatory course, unless they 
have certificates of previous schooling which will allow them 
to be excused. 

The conference just held at Manchester on the 29th of June 
was unique in one respect, and that is the fact that it was the 
fiftieth or Jubilee year of the Insurance Institute of Manchester. 
Needless to say, this, in addition to the important annual con- 
ference of the institute itself, made the occasion of 1923 one 
long to bee remembered. The proceedings of the conference 
opened with a reception by the Lord Mayor of Manchester at 
the Town Hall on Thursday evening, June 28th. There was also 
in the evening, but later, an informal conference in the council 
chamber of the Town Hall, whereby there could be an expres- 
sion of opinion among the delegates upon various phases of the 
On Friday proceedings opened at 10:30 A.M., and the 

(Continued on page 5) 
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A LESSON FROM WALL STREET 
Ela proverbial gullibility of a portion 
of the public in the matter of saving 
and investment was clearly evidenced 
during the legal investigation into the re- 
cent Wall Street brokerage house fiascos. 
There is a class of persons, apparently, 
who speculate with the money which 
should more properly go to purchase life 
insurance as a reserve fund for them- 
selves and a protection for their families. 
As an error in financial judgment pro- 
miscuous buying of doubtful securities 
is absurd, but in so far as it affects the 
welfare of dependents it is well-nigh 
criminal. If the ignorant speculator 
were the only one who suffered by reason 
of his foolhardiness, there might not be 
any justification for comment; but, un- 
fortunately, this is not the case. Women 
and children generally feel the loss, and 
it is a notable fact that the speculator 
seldom leaves an estate sufficient to pro- 
vide for his family. 
The records of Wall street have fur- 
mished many life insurance morals, but 
seldom has a more pertinent text been 


Observations of an American Fire Underwriter in England 
(Continued from page 4) 


meeting was held in the council chamber of the Town Hall. At 


‘> 


this meeting all of the business was transacted, and adjourn- 
ment taken at one o’clock for a luncheon tendered by the chair- 
man, Sir Charles H. Morton, J. P., and the directors of the 
State Assurance Company, Ltd., at the Midland Hotel. After 
the luncheon the delegates had a choice of a visit to the Man- 


chester Ship Canal and their warehouses, or a visit to the plant 
of Messrs. Mather and Platt. Then followed at 7 P.M. the 


heard than that spoken recently before 
District Attorney Banton in New York 
city. A man who had been a treasurer 
of the United States, and who had three 
times held the post of governor of North 
Dakota, waived immunity and appeared 
in the prosecutor’s office to tell all he 
knew about the operations of the defunct 
brokerage firm of which he had been a 
partner. After stating his knowledge of 
the situation, the witness closed his volun- 
tary testimony with a memorable, trench- 
ant speech. He said: “IT have lost 
everything I had in the world, even my 
insurance policies. That’s pretty hard at 
my age: I’m sixty-four now.” Too late 
in his career he realized the necessity for 
sacrificing all else rather than part with 
his life insurance. The lesson contained 
in those few words should take firm root 
in the mind of each policyholder, and 
should influence him to forego every 
other consideration, if need be, for the 
sake of maintaining his life insurance 


in force. 





HE July issue of The John Hancock 

Signature contains an interesting 
and inspiring article based upon informa- 
tion presented in “Prominent Patrons of 
Life Insurance,” recently published by 
The Spectator Company. The article, 
wiich refers particularly to persons car- 


oo 


.ying $1,000,000 or more of life insur- 
ance, is printed in the fortnightly life 
insurance section in this number of THE 
SpEcTATOR. Its purport is that the people 
are thinking of life insurance in larger 
terms than formerly, and are not only 
taking bigger amounts, but usually start 
off with greater sums than used to be the 
case. A reading of the Signature’s article 
will inspire many an agent to make more 
of his opportunities. 


A DISCOVERY which, if it can ac- 
complish all that is claimed for it, 
will be a real boon to the human race has 


been made by a Parisian medical student 
named Rafael Santos. Mr. Santos de- 
clares that he has discovered an infallible 
cure for tuberculosis of the lungs, and 
that experiments have proved that his 
process of introducing ultra-violet rays 
into the lungs, by means of a specially 
constructed set of lenses, will kill all 
tuberculosis bacilli in less than half an 
hour. The scourge of tuberculosis is so 
widespread, and the hope of recovery 
from this dreaded disease, once it gets a 
firm hold, is so small, that a genuine cure 
for it has been eagerly sought for cen- 
turies, and, when found, will be received 
with world-wide rejoicing. 


Missouri State Life Opens Branch Office 

Des Mornes Iowa, July 24—The Missouri 
State Life of St. Louis, Mo., has opened a 
branch office in the Insurance Exchange Build- 
ing under the direction of B. C. Thurman. Mr. 
Thurman comes here from the Cleveland branch 
of the company, where he was assistant man- 
ager. He has been in the business for several 





years. ae 
Seek Reduction in Auto Rates 

INDIANAPOLIS, INp., July 22.—Representa- 
tives from various Terre Haute, Ind., insurance 
companies in charge of Perle Allen, and repre- 
sentatives from the Chamber of Commerce, will 
go to Indianapolis soon to confer with Insur- 
ance Commissioner McMurray in an effort to 
secure a reduction in the new automobile in- 
surance rates recently assigned to Vigo county. 

When the new rates were made, an increase 
of approximately 200 per cent was included or 
the theft rates for Vigo county. The amounts 
varied according to the make of car, but in 
each instance the amount of the rate was 
greatly increased and raised the rates in Vigo 
on a par with the rate of Indianapolis and 
Marion county, South Bend and St. Joseph 
county and East Chicago. 

Insurance men say they are not going to 
Indianapolis in any antagonistic frame of mind, 
but rather to seek information and see if there 
is anything that can be done toward lowering 
of the rates. They also believe that there is a 
chance that some of the statistics concerning 
the losses by theft in Vigo county during the 
past year which have been received by_ the 
Insurance Commissioner of Indiana may not 
be absolutely accurate. 











banquet, at which more than 300 delegates and guests sat down, 
and the exercises did not close until shortly after eleven o'clock. 


It is customary at these banquets to have several speakers rep- 


resenting different phases of the movements and interests of the 
conference, and to a visitor the proceedings are exceedingly de- 
lightful and just as full of interest as they can be. The retiring 
president of the Institute was Albert H. Head, F. C. I. L., 
Director and General Manager of the State Assurance Com- 
pany, Ltd., of Liverpool, and the president elected for the com- 
ing year was Sir A. Worley, C. B. E., General Manager, North 
British and Mercantile Insurance Company, Ltd. 
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‘Even Pericles 
Had His Neighbors 


F there was one ancient Athenian who was 

_in hot water all the time it was Pericles. 
His trouble seemed to be in living a thousand 
years before his day. And in a day when folks 
still believed in Olympian Gods, dragons, 
flying horses, this was some trouble! 


Pericles was the first real man with a vision’ 
He peered into the coming centuries; but he 
couldn’t get his neighbors to peer with him. 
Every once in a while he would stop peering 
long enough to win a war or two and then he 
would be carried about on his countrymen’s 
shoulders. 


Bz the next day some rival would say 
Pericles had done wrong in fighting and 
down would bump the hero. Then a week or 
two afterward he would be empowered to build 
a Parthenon or Acropolis, and when he would 
get about half way through another jealous 
adversary would kick about the cost. 


“Pericles is wasting your money,” would be 
the cry in the market place and a million or so 





Greeks would hasten to the door of Pericles’ 
home and threaten him with tar and feathers. 


“All right,’’? he would reply to the onslaught, 
‘Jet the cost go not to your account but to mine, 
and let the inscription on the Parthenon stand 
in my name as a living heritage to my wife and 
children.” The glory of his great work soon 
soothed the multitude and he was allowed to 
proceed and leave to us a world marvel of 
architecture. 


Ses last years of his life were the hardest. 
He worked out a Family Budget, the first 
of history, perhaps, and again the men of 
Athens complained when he suggested they 
all try it. 

“It is as it is,’? said Pericles, and added’ 


“while Iam here my family is safe; when I am 
gone they cannot live on my work alone.” 


Is there not a life insurance point to this? 
Is it sufficient for any man to leave only a 
reputation for greatness? 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








INDUSTRIAL ACCIDENTS 





Causes Determined in Order of 
Effect 





ANALYSIS MADE 





National Bureau of Casualty and Surety 
Underwriters Tabulates Results of In- 
vestigation—350,000 Cases Gone 
Over 
The exact degree of the seriousness of each 
of the principal causes of industrial accidents, 
which was heretofore largely measured by the 
exercise of personal judgment, is now definitely 
known for the first time as the result of an 
analysis of the causes of 350,000 industrial acci- 
dents recently made by the National Bureau of 
Casualty and Surety Underwriters for the Na- 
tional Council on Compensation Insurance, 
This analysis provided the basis for the new 
industrial compensation rating schedule which 

went into effect on July 1 of this year 

The new rating schedule, which is applicable 
to every industrial plant carrying workmen’s 
compensation insurance in nearly every State 
in the Union, while similar in a general way to 
the rough schedules which preceded it, presents 
for the first time an accurate system of meas- 
uring the compensation cost of the accident haz- 
ards of any individual plant. The use cf this 
system for determining the rates for work- 
men’s compensation insurance to be applied to 
any particular plant should, according to Jesse 
S. Phillips, general manager of the National 
Bureau, increase greatly the effectiveness of in- 
dustrial accident prevention work by revealing 
to the individual plant manager those accident 
causes in his plant which are most productive 
of accident costs. 

The revision of the old-rating 
participated in by representatives of all classes 
of casualty insurance companies, has been un- 
der way approximately two years. _ The out- 
standing difference between the old and the new 
schedule is that the latter is based on the actual 
cost of various types of accidents, as revealed 
hy the study of 350,000 accidents, whereas the 


schedule, 


old schedule was based almost entirely on judg- 
ment or on unrefined statistics. The structure 
of the schedule has at the same time heen 
greatly improved and simplified. 

The accidents covered by this analysis all 
occurred within one year in the plants insured 
by members of the National Bureau of Cas- 
ualty and Surety Underwriters, which is the 
representative national organization of the 
principal stock casualty companies in the United 
States. 


National Bureau to Extend Its Supervision 

Arrangements are being made whereby the 
National Bureau of Casualty and Surety Un- 
derwriters will establish new departments de- 
voted to burglary and theft, boiler and ma- 
chinery, and glass insurance. Provision will be 
made for membership in a single department, 
to accommodate companies writing single lines. 
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COMPANY REORGANIZED 


General Casualty and Surety Re- 
turned to Stockholders 


ROBERT VAN IDERSTINE AGAIN 
PRESIDENT 





Renews Active Business With $600,000 
Capital and Surplus of Over 
$500,000 
Return of the General Casualty and Rein- 
surance Corporation to its stockholders has been 
effected and Robert Van Iderstine elected pres- 
ident. The company has for some time been 
under the control of a committee of treaty 
holders, who have all resigned in favor of a 
new executive staff and a new board of 
directors. The company is in excellent finan- 
cia! condition, having changed its charter so as 
to make legal a reduction of capital from $800,- 
000 to $600,000, thus bringing its surplus up 

to a figure well over $500,000. 

The new officers of the company are: Rob- 
ert Van Iderstine, president; Charles W. Smail, 
first vice-president ; H. L. Rodgers, second vice- 
president; C. W. Gould, secretary; Wells R. 
Bliss, assistant secretary. 

The board of directors includes many well- 
known insurance men: 

Class 1924.—James J. Hoey, of Hoey & EIlli- 
son, insurance agents; Harry C. Cornwall, of 
Cornwall & Stevens, insurance brokers; Paul 
Bonynge, attorney-at-law; William M. Came- 
ron, of American Cellulose & Chemical Manu- 
facturing Company, and Thomas C. Dawson, 
of Submarine Boat Corporation. 

Class 1925.—Frank H. Osborn, of Osborn & 
Co. insurance brokers; J. C. Klinck, trust 
officer of Metropolitan Trust Company ; Charles 
W. Small, deputy chairman, Lancashire and 
Cheshire Insurance Corporation, Limited; Wen- 
dell P. Barker, counsel of the company, and 
C. W. Gould, secretary of the company. 

Class 1926.—Jesse S. Phillips, of National 
Bureau of Casualty and Surety Underwriters ; 
Iredell Iglehart, of Hambleton & Co., bank- 
ers: H. L. Rodgers, of Appleton & Cox, marine 
underwriters; Robert Van Iderstine, president 
of the company, and Eugene E. Boreham, of 
American Cellulose & Chemical Manufactur- 
ing Company. 


N. Y. Title & Mortgage Co.’s Fine Exhibit 

The aggregate volume of business of the 
New York Title and Mortgage Company from 
January 1 to June 30, 1923, has been excep- 
tionally large, exceeding the business done in 
the corresponding period of last year by 63 
Per cent, according to the semi-annual state- 
ment of the company just given out by Presi- 
dent Harry A. Kahler. This statement shows 
that, after providing for dividends, taxes and 
employees’ profit-sharing, $436,600 has been 
added to undivided profits, which are now $2,- 
157,009, making the total resources of the com- 
pany $9,521,814, as against $8,907,288 on Jan- 
uary 1. 

The company’s title insurance operations for 
the six-months’ period show an increase of 


54.9 per cent in number of items and 53.3 per 
cent in total fees. 

The increase in the sales of guaranteed first 
mortgages and certificates has been marked, ac- 
cording to the report, showing an advance of 
60.6 per cent. Guaranteed first mortgages out- 
standing on June 30 amounted to $92,995,530. 

Within the past six months the Brooklyn 
office of the New York Title and Mortgage 
Company has been greatly enlarged, and the 
Jamacia office has acquired two additional floors 
of the building, which the company owns at 
375 Fulton street, to handle the increased busi- 
ness. Louis Palestrant, vice-president in charge 
of the Westchester county business, offered his 
He is joining a local real estate 
firm. Harry IE. Kuhlman, assistant secretary 
from the New York office, will replace him as 
manager at White Plains. Floyd W. Davis 
and Edmund L. Cocks of the New York office 
were elected assistant secretaries. 


resignation. 


A review of the company’s business since 
its organization shows that more than $300,- 
000,000 of guaranteed first mortgages have 
been sold to investors without loss of principal 
or delay in interest. 


RESIGNS AS SECRETARY OF NEW 
YORK FEDERATION 
C. H. Willoughby Succeeded by 
L. L. Saunders 

Charles H. Willoughby has resigned as 
secretary of the Insurance Federation and 
Lecnard L. Saunders, managing secretary of 
the Oneida Chamber of Commerce, will take 
his place. 

Mr. Saunders had been secretary of the 
Oneida Chamber for four and one-half years. 
He has been active in the Republican Party 
councils of Madison county, served as county 
clerk and State committeeman, chairman of 
the county draft board and of the War Stamp 
Savings Committee. He is a member of the 
Oneida Elks, the Masons and an active rotarian. 

Mr. Willoughby, before becoming secretary 
of the New York Federation, was a well-known 
newspaper man in several Massachusetts cities. 


National Surety’s Convention Plans 

In connection with its plans for a 1924 
agency convention, the National Surety Com- 
pany, New York, is urging all its members to 
qualify, by production, for a trip to California 
with expenses paid. General agents and branch 
managers recently underwent the unique experi- 
ence of being asked to sign a bond which guar- 
antees them the California trip in February of 
next vear, provided that their production is in- 
creased in accordance with conditions stipu- 
lated in the bond. 


American Credit Gets General Agent 

The American Credit Indemnity Company 
has announced the purchase of the R. C. Chipley 
Underwriting Company of St. Louis and has 
appointed Mr. Chipley executive agent in St. 
Louis. Mr. Chipley was formerly special agent 
in St. Louis for the company, withdrawing to 
establish the business which is now purchased 
by the American Credit. 
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FEDERAL SURETY GROWTH 


Davenport Company Produced 70 Per Cent 
More Business First Six Months of 
1923 Than in Corresponding Period 
of 1922 
The Federal Surety Company of Davenport, 
Iowa, succeeded during the first six months of 
1923 in writing 70 per cent more business 
than it wrote during the first six months of 
1922; thus its volume of gross-net premiums 
in the first half of this year amounts to $518,- 
204, as compared with $304,383 for the same 

period last year. 

During the first six months of the year 
the company increased its assets so that it now 
has net admitted assets of $1,428,861. As of 
June 30 the surplus to policyholders amounted 
to $927,250. 

The company had a total net income in the 
first six months of 1923 of $486,116, and total 
disbursements, aside from dividends, of $331,862, 
the excess of income over such disbursements 
amounting to $154,254. Deducting a dividend 
payment of $42,260, the amount of income 
added to assets for the six months was $111,- 
994. The company is thus shown to have 
experienced a very favorable period of its 
development and Vice-President and General 
Manager W. L. Taylor expresses confidence 
that an even better showing will be made be- 
fore the close of the year. 


Change in London Guarantee’s Boston 
Office 

Boston, Mass., July 24.—Henry S. Avery, 
who for the past ten years has been attorney 
in charge of the London Guarantee and Acci- 
dent’s New England claim department, has 
resigned to enter private practice. He intends 
to specialize in insurance law and will continue 
to handle legal matters for the London’s branch 
office here. His headquarters will be in the 
Oliver building, where so many of the insur- 
ance offices are now located. 

Harold A. McKenna has been appointed resi- 
dent manager of the New England department 
of the London Guarantee and Accident, with 
supervision of all the departments of the office 
here. He has had eleven years’ experience 
in the casualty business and is well acquainted 
throughout New England. 


BURGLARY INSURANCE TEXTBOOK 
Paul L. Wellener, Vice-President of 
Fidelity and Deposit, Preparing One 
for His Agents 
Agents of the Fidelity and Deposit Company 
of Maryland are now receiving sections of a 
new textbook on burglary insurance, by Paul 
L. Wellener, vice-president of the company. 
This section deals with residence burglary, 
theft and larceny insurance. Other forms of 
burglary insurance will be dealt with in sec- 

tions to follow. 

No doubt the issuance of this textbook will 
fill a long-felt need, as there is practically no 
up-to-date book on the subject available at the 
present time. 
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of our Group Insurance lines. 


M. E. Singleton, Pres. 


WHAT CREDENTIALS CAN YOU SHOW? 


You may know the subject of life insurance from A to Z, but if you cannot 
get your clients to believe in your advice they won’t take you seriously. 


Perhaps the most effective credentials you can present to your prospects 
are the evidences of a sale you have made to some well known local firm that 
buys Life Insurance in wholesale quantities. 


Group Insurance, covering a group of employees under a single policy, is in 
reality Life Insurance sold in wholesale quantities. 
sold by some of our Agents who until recently had never thought of selling 


Our records show that the influence obtained through the sale of a Group 
Insurance Policy often enables the Agent to place a variety of other policies 
within the circle of the people employed by the Group Insured firm. 


We are now prepared to co-operate with you in many ways in the handling 
If you would like to strengthen your selling 


appeal and at the same time to develop prospects by the wholesale, address 
Group Department. 


MISSOURI STATE LIFE INSURANCE CO. 


Home Office: St. Louis 


It is being successfully 








Central Life Makes General Appointments 

Des Moines, Iowa, July 24.—William Bacon, 
formerly general agent of the Bankers Lifs 
at Dallas, Tex., has accepted the general agency 
of the Central Life Assurance Society of the 
United States, with Dallas. 
The Central Life has appointed Dr. G. A. 


headquarters at 


Foote, general agent at Amarillo, Tex. It has 
also appointed It. C. Brizendine, general agent 
at Jackson, Tenn. ; Price Packwood, gene ral 


agent at St. Louis, formerly superintendent of 
the Metropolitan at Moberly, Mo., and A. R. 
Marshall, general agent at Colorado Springs, 
Colo. Mr. 
Equitable of New York. 

Dr. T. C. Denny, secretary of the Central 


Marshall was formerly with the 


Life Assurance Society, says that the business 
thus far this year shows an increase of 48 per 
\bout 75 


per cent of the business written is either rural 


cent over a like period last year. 


or in the smaller cities and towns dependent 
upon rural conditions, which indicates a general 


improvement in business. 


Topeka Life Underwriters to Have Full 
Delegation at Chicago 

ToreKA, Kans., July 24.—The Topeka Asso- 

a full 


ciation of Life Underwriters will have 


delegation to the annual convention of Life 


Underwriters at Chicago, September 5. The 
association has selected the delegates and alter- 
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nates and in addition a large number of life 
men will attend the convention. It is asserted 
that Kansas will have the largest representa- 
tion at the convention this year that it ever has 


had. 


Excuses 

People who cannot pay for life insurance can 
eet up more excuses for not taking it and 
irguments against it than any other class of 
They are like the Mexican who had 
thirty excuses for not going to the bull fight. 
The first one was that he did not have the 
money. That was enough for the gate man!— 
Aintcable Life Lincs. 
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AMERICAN LIFE 
CONVENTION 





Final Arrangements Made for 
Gathering 





PROMINENT SPEAKERS LISTED 


Eighteenth Annual Meeting Promises to Be 
Great Success—Details of the Program 
The eighteenth annual meeting of the Ameri- 

can Life Convention will be heid at the Hotel 

Fort Des Moines, Des Moines, Iowa, from 

October 17 to 19. The legal section will have 

as its discussion dates October 15 and 16, and 

plans are under way to make this gathering 
the most successful ever held. 

An elaborate and interesting program has 
been arranged and preparations for the recep- 
tion of several hundred guests are going for- 
ward. Fhe mode of the day and the speakers 
to be heard, together with their topics, are as 


follows : 


WEDNESDAY, CCTOBER 17, 1923 
Opening Session, 10:30 O’Clock A. M. 
Welcome Addresses.—Nate W. Kendall, Governor 
of Iowa; W. R. C. Kendrick, Insurance Commissioner, 
Iowa; George Kuhns, president Bankers Life, Des 
Moines, Ia. 
President’s Address.—L, J. Dougherty, secretary and 
general manager Guaranty Life, Davenport, Iowa. 


Afternoon, 2:00 o’clock 
Report of special committee on Total Disability. 
“Advertising for Agents,” John M. Sarver, presi- 
dent Ohio State Life, Columbus, O. 





American Life 
Reinsurance Co 


PERMANENT OFFICES 


DALLAS 
MAGNOLIA BUILDING 


CHICAGO 
29 S. LASALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
FRED D. STRUDELL, Secretary 
MORTON BIGGER, Ass’t Secretary 
BERT H. ZAHNER, Chicago Mgr. 














“Lapsation and Its Problems,’? Gordon Thomson, 
vice-president West Coast Life, San Francisco, Cal. 
Evening—Executive Session, 8 o’clock P. M. 
Herbert M. Woollen, president American Central 
Life, Indianapolis, Ind., presiding. 
The general topic suggested for the executive session 
No definite plan is sub- 
mitted, but members present are expected to be heard 


is “An Agency Symposium.’’ 


in short, snappy discussions. 
THURSDAY, OCTOBER 13, 1923 
10 o’clock A, M. 

“The Distribution of Life Insurance Assets,’’ Massey 
Wilson, president International Life, St. Louis, Me. 
Wireman Cook, 
vice-president and _ medical Northwestern 
National Life, Minneapolis, Minn.; C. E. Johnson, 
assistant secretary Phenix Mutual Life, Hartford, 
Conn, 


“Home-Office Buildings,” Henry 


director 


Afternoon, 2 o’clock 
“Life Insurance, Banking, Citizenship,”’ Walter W. 
Head, vice-president American Bankers Association; 
president Omaha National Bank, Omaha, Neb. 
“Optional Settlements,’”’ Henry S. Nollen, president 
Equitable Life, Des Moines, Iowa. 
“The Scope of Life Insurance,’ John M. Laird, 
actuary Connecticut Life, Hartford, Conn. 
Evening.—Special program to be announced. 
FRIDAY, OCTOBER 19, 1923 
10 o’clock A. M. 
“QO, Pioneers!’’ Charles Dobbs, managing editor The 
Insurance Field, Louisville, Ky. 
3usiness session. 
LEGAL SECTION 
October 15 and 16, 1923 
Papers will be read by the following: 
A. L. Brooks, general counse! Jefferson Standard 
Life, Greensboro, N. C. 
Wm. Ross King, editor American Life Convention 
Legal Bulletin, Omaha, Neb. 
T. J. McComb, general counsel Atlas Life, Tulsa, 
Okla. 
W. W. 
Life, Louisville, Ky. 
Daniel B. Ninde, general counsel Lincoln National 
Life, Fort Wayne, Ind. 
Burton P. Sears, general counsel National Life, 
U. S. A., Chicago, II. 
C. B. Wolliver, general counsel American Central 
Life, Indianapolis, Ind. 


Moore, first vice-president Inter-Southern 


PRODUCES $4,000,000 IN ONE MONTH 
J. D. Bookstaver Agency Makes Big Record 
in June 

The general agency in New York city of 
Joseph D. Bookstaver of the Travelers Insur- 
ance Company of Hartford made a new high 
record during the month of June by producing 
over $4,000,000 of business. This represents 
more business than was paid for by the agency 
in 1918 and is 25 per cent of the business paid 
for by the agency in 1920. At a luncheon given 
his agents by Mr. Bookstaver last Thursday, 
it was brought out that the agency paid for 
more business in June than some companies get 
in an entire year. The agency exceeded the 
first six months of 1923. 

The Bookstaver agency ran an app-a-day club 
in which seven agents qualified. The leader 
was Solon Schiller, with forty-seven applica- 


tions. 


Reliance Life’s Gains 
The record of gains of the Reliance Life In- 
surance Company, Pittsburgh, for the first six 
months of this year points toward one of the 
most successful twelve-month periods in the 
company’s history. The life business written 
during June alone exceeded that written during 
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June of 1922 by $1,437,676, the gain in acci- 
dent writings was $1,854,500 and the gain in 
health (weekly indemnity) business written was 
$8205. The paid-life business for the first six 
months of 1923 reached $26,514,221, the acci- 
dent $21,341,750 and the health (weekly indem- 
nity) $75,880. 

As of June 30, 1923, the Reliance Life had 
insurance in force as follows: Life, $243,143,- 
051; accident, $98,227,877, and health (weekly 
indemnity), $301,478. The company is con- 
stantly broadening its service facilities and is 
making -more intensive efforts at obtaining 
desirable business. 


Indianapolis Life Buys Fairbanks Home 

The Indianapolis Life Insurance Company, 
Indianapolis, has completed negotiations for the 
purchase of the home of the late Charles 
Warren Fairbanks at the southwest corner of 
Meridian and Thirtieth streets, that city. The 
company will occupy the structure as general 
office headquarters about October I. 

The renowned place is 2 two-story, twenty- 
room building of steel construction reinforced 
by brick and stone and the plot has a frontage 
of 287 feet. It is in one of the most desirable 
sections of the city and the only stipulation 
made was that there should be no structural 
changés in the architecture. This the company 
agreed to. 


Describes New Army Medical Library 

A recent article appearing in the Journal of 
the American Medical Society, by Arthur N. 
Trasker, M. D., major, medical corps, United 
States Army, gives a detailed description of 
that portion of the Surgeon-Generals’ Library 
which was recently presented by the Prudential 
Insurance Company of America. This library 
was collected by Dr. Frederick L. Hoffman 
during the years of his service as statistician 
of the company. It is described as being partic- 
ularly complete in matters relating to anthro- 
pology. 

Bankers Reserve Life Expanding 

The Bankers Reserve Life’ Company of 
Omaha has recently entered Maine and Dela- 
ware. The company has several desirable open- 
ings for managers in those States under direct 
home-office contracts, and will be pleased to 
receive confidential inquiries from interested 
parties. The company is now operating in 
thirty-seven States and reports assets of over 
$13,300,000, with business in force of more 
than $83,000,000. 


Norfolk Agents of Life Insurance Company 
of Virginia 

RicHMoND, VA., July 24.—The second an- 
nual outing of the Norfolk District of the 
Life Insurance Company of Virginia was held 
on July 19. The home office of the company 
was represented by E. A. Crawford, division 
supervisor; P. St. George Cooke, auditor; I. 
T. Townsend, assistant secretary; S. C. Chand- 
ler, instructor of ordinary agents, and Wil- 
liam Thornton of the publicity department. The 
district staff and home office representatives, 
with a few visitors, made a day’s cruise on the 
James river. 
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NATIONAL ASSOCIATION OF INSUR= 


ANCE AGENTS 
Program for Coming Convention Now 
Nearing Completion 

The program for the convention sessions of 
the twenty-eighth annual meeting of the Na- 
tional Association of Insurance Agents at Buf- 
falo is rapidly assuming shape. 

In addition to the conference on Tuesday the 
convention sessions will cover the following 
three days of the third week in August. “ Be- 
cause of extensive entertainment features there 
will be but one session on Wednesday and 
Thursday of the convention week, with two ses- 
sions on Friday. The Wednesday and Thurs- 
day sessions will convene at IO a. m. and ad- 
journ at 1.30 p. m. 

In addition fo a number of vital subjects 
that will be placed upon the program for dis- 
cussion in which all members will be given an 
opportunity to participate, several important 
addresses will be delivered. 

Julius H. Barnes, president of the Cham- 
ber of Commerce of the United States, will 
address the convention at its first session on 
“The Benefit of Trade Associations to Ameri- 
can Business.” 

During the remaining sessions addresses will 
be delivered by Winslow Russell, vice-president 
and agency manager of the Phoenix Mutual 
Life Insurance Company; Major Howard A. 
Giddings, superintendent of agencies of the 
Travelers Insurance Company, and M. H. 
Aylesworth, executive manager of the Na- 
tional Electric Light Association. 

The closing period of the morning session on 
Friday will be set apart for a memorial address 
on the services to the National Association of 
Past-President Claudius H. Woodworth of 
Buffalo, the association’s “Grand Old Man.” 
The address will be delivered by C. I. Hitch- 
cock of Louisville, Ky., a life-long friend of 
Mr. Woodworth. At the grave the exercises 
will be conducted by Past-President Charles F. 
Hildreth of Freeport, Ill. 

During the convention sessions an hour will 
be set apart for a sales symposium; the period 
to be divided equally, as nearly as may be, be- 
tween fire. casualty and surety lines. A prize of 
$50 in cash will be given to the agent making 
the best presentation of any line selected by 
him. Three judges will be appointed to make 
the award. 

A period on the program will also be set 
aside for the consideration of the automobile 
insurance business. 

An interesting feature in connection with 
this convention will be the broadcasting of the 
important events by radio from Station WGR, 
located on the eighteenth floor of the Hotel 
Statler. 

G. G. Plyer, Well-known Special in Penn- 
sylvania, Dead 

G. G. Plyer, special agent for the Continental 





Insurance Company in Fastern Pennsylvania, 
with headquarters at Philadelphia, 
suddenly July 21, 1923, at his summer home, 
Echo Lake, Monroe county, Pa. 

Mr. Plyer was fifty-six years of age, and 
came to the Continental as special agent in 


died very 


Pennsylvania in May, 1901. During 1907 he 
was called to the home office as general agent, 
but, as he much preferred field work, he shortly 
returned to his old field. In August, 1921, Mr. 
Plyer was assigned to Eastern Pennsylvania, 
where he was until the time of his death. 

Mr. Plyer was an unusually strong man, and 
for years had been a constructive force for 
good in his State. He had been president of 
the Underwriters Association of the Middle 
Department and had served on all of the de- 
partment’s important committees; also, he had 
been president of the Smoke and Cinder Club 
in Pittsburgh. 


INSURANCE COMPANIES’ 
INVESTMENTS 
New Law Regarding: Stock Holdings in 

Other Companies Interests Executives 

Superintendent of Insurance Francis R. Stod- 
dard, Jr., New York, has sent out a circular 
letter drawing the attention of stock insurance 
company executives, except those interested in 
life companies, to the amendments to Section 
16 of the insurance law of that State as author- 
ized at the last session of the legislature. The 
letter required its recipients to report to Mr. 
Stoddard all investments in stocks of other in- 
surance companies which under the amendments 
would be illegal. The Superintendent of In- 
surance also suggested and requested that the 
amended section of the law be read to the board 
of directors of each company at the next meet- 
ing and that a notice of this action be sent to 
the department. 

The holding of the stock of an insurance 
company by another handling the same lines is 
liberalized under the provisions of the amended 
section, but the revised article will have the 
effect of preventing a fire or marine insurance 
company from possessing the stock of any other 
fire and marine company unless the net sur- 
plus of the holding company exceeds 50 per 
cent of its capital. But the amount of such 
holdings shall not be more than the amount of 
excess. The phraseology of the amended sec- 
tion’s closing paragraph states: 

No funds of any insurance corporation organ- 
ized under the laws of this State shall be in- 
vested in or loaned on the stock or security 
of any insurance corporation, either directly, in- 
directly, remotely or in any other manner what- 
soever, excepting as specifically permitted here- 
in. Every domestic corporation which on July 
I, 1923, owns any shares of stock or other 
securities other than those in which it is per- 
mitted to invest by the above provisions shall 
dispose of the same as soon thereafter as it can 
do so without suffering financial loss, but in 
any event not later than July 1, 1928, or be- 
fore the expiration of such further period or 
periods of time as may be fixed in writing for 
that purpose by the Superintendent of Insur- 
ance. 


Extension of Norfolk, Va., Brings Compli- 
ciation in Local Board Rules 

RicuMonpD, VA., July 24.—Officers and mem- 
hers of the Norfolk Fire Underwriters Asso- 
ciation disclaim any intention of having a con- 
troversy with field men over the fact that Ocean 
View has been incorporated as a part of Nor- 
folk. The local board men say that the board 
expects to enforce its rule of single representa- 
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tion, and in view of this, that the Niagara Fie 
will have to abolish either its agency in Nor. 
folk or in Ocean View, if it expects its repre. 
sentatives to be members of the board, but if, 
on the other hand, the Ocean View agent of 
the Niagara, J. W. Child, will resign his 
agency in the Niagara, that the local board will 
help him to get the agency of one, or Possibly 
two, gocd companies not at present repre- 
sented in Norfolk, and he could thereby not 
only take care of his expirations, but come into 
the local board. 

While this would solve the problem in so far 
as Mr. Child is concerned, it would not com. 
pensate the Niagara for the loss of business jt 
would suffer, and it is not yet known whether 
the company or Special Agent H. S. Nulton 
will be willing to meet the proposition of the 
local board. 

The Commissioner of Insurance, Flon. Joseph 
Button, has suggested to the board that it ad- 
mit Mr. Child as a second agent of the com- 
pany, making an exception of the rule of single 
representation, upon the condition that the com. 
pany will make no further appointments jn 
Norfolk. 

The Virginia Association of Mutual Insur- 
which was organized at 
Charlottesville, Va., a year ago, held its sec- 
ond annual meeting at Ocean View last week, 
The most important action taken was the ap- 
pointment of a special legislative committee to 
look after the interests of the property mutuals, 
The next session of the General Assembly will 
convene during the early months of 1924, and 
it is not known just what the mutuals expect 
to ask for. 

The principal speaker was Harry R. Cooper, 
secretary of the National Association, who con- 
gratulated the Virginia Association on_ its 
growth, and commended it for its move in 
appointing a special legislative committee. 


ance Companies, 


Fifty Years with Fidelity-Phoenix 

On Monday, July 23, George Magnus cele- 
brated the anniversary of fifty years’ service 
with the Fidelity-Phoenix Fire Insurance Com- 
pany of New York at the home office, 8 
Maiden lane. Fifty roses, one for each year 
of service, decorated the office of Secretary 
Pierce, who turned his office over to Mr. 
Magnus for the day, where he received the 
congratulations and well wishes of his many 
business acquaintances and friends. President 
Street, likewise an old timer with the Fidelity- 
Phoenix, in the presence of all the officers, 
and in the name of the company, presented Mr. 
Magnus with a gold fifty-year service medal 
and a check for a substantial amount. Among 
the other gifts was a meerschaum pipe pre- 
sented by the examiners. 

Mr. Magnus has never worked for any other 
company, starting in as an office boy with the 
old Phoenix of Brooklyn at five dollars a week. 
He is now and has been for many years the 
underwriter supervising New York State with 
the exception of New York city. 


The proceedings of the forty-seventh annual meet 
ing of the Fire Underwriters Association of the Pacific, 
held at San Francisco, February 6 and 7, 1923, have 


been issued in printed form. 
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COMMISSIONER’S 
PROGRAM 


H. 0. Fishback Advanced to Conven- 
tion Presidency 


CONFERENCE WITH NATIONAL BOARD 


Discussion of Rating Will Be Led by 
Francis R. Stoddard, of New York 


Due to the retirement of Platt Whitman from 
the commissionership of Wisconsin, the execu- 
tive committee of the National Convention of 
Insurance Commissioners has advanced H. O. 
Fishback, Insurance Commissioner of Wash- 
ington, to the presidency of the convention. 
Mr. Fishback was formerly first vice-president. 
Similarly, J. C. Luning, Insurance Commissioner 
of Florida, is advanced from the second vice- 
presidency to the office of first vice-president. 

Col. Joseph Button, Insurance Commissioner 
of Virginia and secretary of the convention, 
has announced the program for the fifty-fourth 
annual session. Special arrangements are be- 
ing made for a pre-convention trip through the 
Great Lakes on the Juanita, leaving Buffalo 
Tuesday, August 14. A special sleeper will be 
attached to train 29 leaving New York, 8 p. m., 
Monday evening, August 13. 

The fire insurance committee of the conven- 
tion will meet with the special committee of 
the National Board of Fire Underwriters Mon- 
day, August 20, at Io a. m. 

The program of the convention follows: 


TurEspay, Aucust 21, 10.00 a. M. 

Meeting called to order. 

Address of welcome.—The Governor of Minnesota. 

Address of welcome.—Colonel George FE. Leach, 
mayor of Minneapolis. 

Response.—Hon. John C. Luning, first vice-president. 

Call of States. 

President’s address—Hon. H. O. 
dent 

Call of committees. 


Fishback, presi- 


Tuespay, 2.00 P. M. 

Communications and reports. 

“How Far May States Control or Prohibit the Mak- 
ing of Insurance Contracts by Unlicensed Companies?” 
—Hon. Harry L. Conn, Superintendent of Insurance, 
Ohio. 

Discussion._-Hon. Edward Maxon, New Jersey; 
Hon. George 1D. Squires, California, and Hon. Wesley 
E. Monk, (Five minutes each.) 

“Coverages of Insurance Companies.”—Hon. Clar- 
ence W. Hobbs, former Insurance Commissioner of 


Massachusetts. 


Massachusetts. 


Discussion.—Hon. Bruce T. Bullion, Arkansas; Hon. 
Thos. S. McMurray, Jr., Indiana, and Hon. A. M. 
Wash, Kentucky. (Five minutes each.) 


Tuespay 4.00 P. M. 
Automobile ride about Minneapolis with dinner at 


one of the nearby country clubs, 


Aueust 22; 10.00 a... M: 
iications and reports. 

“Insurance Rate Making.’”,—Hon. Francis R. Stod 
dard, Jr., Superintendent of Insurance, New York. 

Discussion.—Hon. Thos. J. Houston, Illinois; Hon. 
3en C. Hyde, Missouri, and Hon. Frank N. Julian, 
Alabama. (Five minutes each.) 

“Insurance Waste by Giving Credit and by Return 
of Policies Canceled—Not Wanted.’’—Hon. W. R. C. 
, Commissioner of Insurance, Iowa. 

Discussion.—Hon. Howard P. Dunham, Connecticut; 
Hon. I. W. Hardin, Oklahoma, and Hon. Harvey L. 
Cooper, Maryland. (Five minutes each.) 

“Issuance of Limited Payment Certificates by Fra 


WeEPNESDAY, 


Commut 











ternal Benefit Societies.’—Hon. John W. Walker, 
Commissioner of Insurance, Utah. 

Discussion.— Hon. Jackson Cochrane, Colorado; Hon. 
W. P. Baker, Kansas, and Hon. Burt A. Miller, Dis- 


trict of Columbia. (Five minutes each.) 


WepneEspayY, 2.00 P, M. 

Communications and reports. 

“The Licensing of a Corporation, or of Officers and 
Employes of a Corporation, to Act as Insurance Agents 
or Brokers.”—-Hon. J. J. McMahon, Insurance Com- 
missioner, South Carolina. 

Discussion.—Hon. George W. Wells, Jr., Minnesota; 
Hon. Samuel W. McCulloch, Pennsylvania, and Hon. 
Albert S. Caldwell, Tennessee. (Five minutes each.) 

“Progress in Fire Prevention.”—Hon. W. N. Van 
Camp, Insurance Commissioner, South Dakota. 

Discussion.—Hon. Stacey W. Wade, North Carolina; 
Hon. Will Moore, Oregon, and Hon. W. Stanley 
Smith, Wisconsin. 


WepneEspay, 8.30 P. M. 


Annual “Powwow” of the “Pamunkeys.” 


Tuurspay, Aucust 23, 10.00 a. M. 

Communications and reports. 

A letter-box on departmental rulings and problems. 
(Commissioners who have problems before them for 
solution are requested to write them out and hand 
them to the secretary during the convention to be dis- 
cussed at this session.) 

Election of officers. 


TuHurspDAy, 2.00 P. M. 
Executive session. 


Adjournment. 


Tuurspay, 4.00 P. M. 
Automobile ride about St. Paul with dinner at 
some nearby country club. 


Fripay, Aucust 24, 9.00 a. M. 
All-day outing, consisting of a boat trip down the 
Mississippi river and up the St. Croix river, returning 
late in the evening. 


New England Department of Insurance 
Company of North America Moves 

Charies E. Parker, manager of the New Eng- 
land Department of the Insurance Company of 
North America, the Philadelphia Fire and 
Marine, Alliance, and the National Security has 
announced the removal of his offices to 125 
Trumbull street, Hartford. This address was 
formerly the home office of the Hartford Fire 
Insurance Company, and as Mr. Parker occu- 
pies the ground floor of the building he is in 
a position, through greater accessibility and 
larger quarters, to give better service than ever. 


Great American’s New Directors 
Two prominent bankers have recently be- 
come directors of the Great American of New 
York, namely, Arthur Reynolds, president of 
the Continental and Commercial National Bank 
of Chicago, and Jackson E. Reynolds, president 
of the First National Bank of New York. 


New Officers of Phoenix Indemnity 
New officers of the Phoenix Indemnity Com- 
pany of New York have been elected as fol- 
lows: FE. B. Thistle, (also 
secretary); H. P. Jackson, vice-president; H. 


vice-president 
P. Kidder, assistant secretary. 


The Quinquennial was a wonderful book, viewed 


from any angle, and I prize it very highly.—Marvin 


C. Mobley. 
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Index to Commissioners’ Proceedings 

The Travelers Insurance Company of Hart- 
ford has issued an index to the first fifty ses- 
sions (1871-1919) of the National Convention 
of Insurance Commissioners. It covers both 
topics and speakers, being thoroughly cross in- 
dexed, and also gives lists of the successive 
officials of the various States. It is a book of 
162 pages, and will prove very useful to those 
desiring to trace particular subjects. 


Luncheon to R. Y. Sketch 
R. Y. Sketch, general manager of the Phoenix 
of London, and also of the Norwich Union 
Fire Office, was entertained on Monday of this 
week by the Insurance Society of New York at 
luncheon at the Drug and Chemical Club. 


Insurance Institute of Toronto 
The proceedings of the Insurance Institute 
of Toronto, for 1922-1923, have been issued, 
and make a book of 221 pages. Included in 
the proceedings are the various addresses deliv- 
ered for the Institute throughout the year. 


Birthday Congratulations 


I was born in 1868. The splendid stature 
acquired by THe SpectTator covers the period 
of my humble career. Because of this fact a 
little more than ordinary sentiment enters into 
my sincere congratulations upon your attained 
age and the dignity and importance of THE 
Spectator as a publication contributing con- 
structively to the great business of insurance. 
Such an issue as your recent Quinquennial 
Number can only be a product of success, born 
of experience and pride in achievement—Wm. 


HT. Hunt, president, Cleveland Life Ins. Co. 


JI ce: ou lam: 
of Wate BO 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets......... 8,036,901.63 
Liabilities..... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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More than a Century of Service 


RALPH B. IVES, President 


Fire Rental Value Tourists’ Baggage 

WW ETetate Use and Occupancy Salesmen’s Samples 
Automobile Profits OBe-vets tas a (esteo a 

Tornado Sprinkler Leakage Automobile Truck Transit 
Rent Registered Mail Explosion 

| Btw eve) (el Parcel Post sce Coyan-teve Wn Oka) m@oysctentelaceye) 


Losses Paid over $223,000,000 








UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Reserve for Unearned Premiums.............. $1,161,651 .59 

Ci deg EOS Olt ee rarer 329,994 .01 

CACTI EE eee $500,000 .00 

AES BAST Le a re ee 1,079,671 .23 

Surplus to Policyholders.................. 1,579,671 .23 
otal Pesets.......66..0 56000505 $3,071,316 .74 

Wm H. Palmer, President E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 

















ACTUAL MARKET VALUES USED FOR ALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . ~. 15,690,687.21 


EASTERN DEPARTMENT WESTERN DEPARTMENT 
NEAL BASSETT, President NEAL BASSETT, Pres. & Mgr. 
JOHN KAY, Vice-Pres. & Treas. WELLS T. BASSETT Sec’y & 
A. H. HASSINGER, Secretary Asst. Manager 
NEWARK, N. J. CHICAGO, ILL. 
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Railroad Lighters and Car Floats 


danger points in the transportation of goods 


Merchandise shipped by rail is always exposed to the or- 
dinary perils of fire, collision and derailment, but the lightering 
hazard is often overlooked by shippers. 


A case was recently brought to our attention where a group 
of four freight cars was toppled from a car float which had been 
struck by the heavy wash of a passing steamer. Such perils 
of lightering across rivers and harbors are very rarely given 
proper attention by shippers, and agents should drive home 
this point in soliciting transit insurance. 


Fidelity-Phenix transit policies are written upon a broad 
and comprehensive basis admirably suited to meet the re- 
quirements of your clients. Shippers and consignees are fully 
protected against the hazards of transportation with assurance 
of prompt settlement in the event of loss or damage. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS ay Sage Cash 






Chairman of the Board ff) Ws ‘5 
C. R. STREE F ie pind 
daa TRON $5,000,000.00 
resident ai Vee TORS 
“*AMERICA FORE” 
New York Chicago Montreal San Francisco 


—_——. 





























UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 
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NEW YORK SURVEYS 

The Big Dwelling.—The payment of ap- 
proximately $700,000 insurance on a_ private 
home ought to make people sit up and think 
and the people who ought to do the thinking 
are the fire insurance companies. If such 
properties are written at the minimum rates, 
then it would be just as feasible to write the 
largest of warehouses at the minimum rates, 
since there is apparently no difference. The 
fact is that to write such properties at the mini- 
mum dwelling rate is to impose on the small 
dwellings an undue charge, since it must be 
carried very largely by them. All private 
dwellings, estate dwellings if we choose to call 
them that, should be subject to specific rating 
and the rates substantially increased over the 
minimum, unless proper protective and pre- 
vention devices are installed. 

Fires in Sprinkler Risks. 
1933 and 1934 of the Automatic Sprinkler De- 
partment of the New York Fire Insurance Ex- 
change list twenty fires, the resulting damage 
Moderate, 7: slight, 6; 
1, So per cent and 


Bulletins Nos. 


being as follows: 
large, 1; small, 3; heavy, 1; 
one reported no loss. 

The National Rating Organization. 


are many reasons why the request of the In- 


There 


surance Commissioners for the organization 
of a national rating organization for fire insur- 
ance should be treated on a rather high plane 
and not in any other way. In the first place 
it must be observed, and observed carefully, 
that in workmen's compensation this stage has 
been reached and it is needless to point out the 
far-reaching significance of the resignation of 
Superintendent Hobbs, head of the Insurance 
Department of Massachusetts, to accept a posi- 
tion at the request of the commissioners on 
the National Council. The organization pro- 
vides for this and the significance lies in the 
fact that a man of the high standing of Com- 
missioner Tlobbs has been induced to accept 
it. The plan, of course, as to how it should be 
done is yet to be decided. It probably should 
not be done through the National Boarl of Fire 
Underwriters, but should be a wholly separate 
and distinct organization. As a matter of fact 
the real difficulty of the problem, if it be a diffi- 
culty, is not in the size of the problem, for 


surely the insurance business is big enough to 
handle large things, but in the fear that local 
conditions would not be properly considered by 
an organization of such national scope. That 
is not true. Local conditions have been treated 


with probably more consideration than they 
were entitled to, although, as rating began in 
a local way, no more consideration possibly 
has been given than they were entitled to 
through the years of development. What dif- 
ference, for instance, is there in a national or- 
ganization that shall have primary jurisdiction 
over the whole country and a jurisdiction which 
has an entire State, with its varying conditions ? 


Or, as a matter of fact, is not a good part of 
the Middle West at the present time really 
controlled from a central office? Whatever the 
final outcome may he, the point to be stressed 
now is that the subject should be considered on 
a very high plane and not from the standpoint 
of the mere politician. 

A Luncheon. 
dent C. R. Pitcher of the Insurance Society of 
New York a luncheon was tendered by some 
thirty insurance folk to R. Y. Sketch, President 


On the invitation of Presi- 


of the Insurance Institute of London. The 
luncheon was at the Drug and Chemical Club 
on Monday the 23d instant. There are many 
ways that Mr. Sketch might be honored by the 
insurance fraternity hut this way was chosen 
to emphasize his interest in educational work. 
\Ir. Sketch has the unique distinction of hav- 
ing been president of the Insurance Institute in 
South Africa, and Norwich, England, and now 
of London. In addition to President Pitcher, 
\. Duncan Reid, president of the Globe In- 
demnity, spoke for the hosts. In responding 
Mr. Sketch told of the institute work in Great 


Britain. 


BOSTON AND VICINITY 
Appointed Massachusetts Agent. 
rod H. Campbell has been appointed Massa- 
chusetts agent of the Star of America. For 
several months past Mr. Campbell has been 
associated with Messrs. Wight and Cottrell in 
charge of his territory and they have now re- 


Bush- 


) confine 


linquished supervision of the Star t 
their activities exclusively to the Liverpool and 
London and Globe, with which the Star is 
closely identified. Mr. Campbell will continue 
to make his headquarters at 27 Kilby street. 
Exchange Meeting.—The New [ngland 
Insurance Exchange held its regular monthly 
meeting last Saturday, following the new cus- 
tom of holding but one meeting a month. Sev- 
eral committee changes were made and suitable 
resolutions were passed on the recent death of 
\rthur K. Simpson of the Firemans Fund. 
Large Boston Fire.—The fire loss on the 
recent South Boston fire in a storehouse owned 
hy the Boston Wharf Company and occupied 
by the Thomson-Kelly Co. and the Fairbanks 
Co. may reach $800,000, according to present 
estimates. The fire is believed to have started 
from carelessness in fumigating the building 
and Chief Taher of the fire department is con- 
ducting an investigation. Many firemen were 
overcome by the sulphur fumes and_ several 
were injured. The stock of the Thomson- 
Kelly Co., dealers in surplus army supplies, 
mostly woolen and cotton, is insured for $1,- 
140,5C0, $172,500 of which was placed in the 
Manufacturers Improved Risk Mutuals. 
Atwood Appointment.—The Atwood Fire 
of New York announces the appointment of 
E. M. Peters & Co. as Boston agents to handle 


a general fire business. 
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NEW ORLEANS NEWS 

Consequent upon the retirement from active 
business life of Major Edward S. Maunsell, 
who for many years had represented the Mutuat 
Life Insurance Company as State manager, 
the company has divided the State into two 
(listricts, one comprising the City of New 
Orleans and the other the remainder of the 
State. 

The New Orleans district has been put in 
charge of Robert B. Trabue and the outside 
district in charge of Robert F. Lawton. Mr. 
Trabue’s connection with the company dates 
back over thirteen years. As a producer he 
stands near the top of the company’s rolls and 
enjoys the distinction of having led all the com- 
pany’s producers in this country and Canada 
last May. Mr. Lawton is from Georgia. For 
several years he has been in charge of the 
Mutual's interests at Meridian, Miss., and has 
achieved such success that he has been called 
to this more important field. 

Fred W. Hamilton, who has been Major 
Maunsell’s assistant has not been located yet, 
but it is believed that he will be transferred to 
another field. 

The reorganization of the Mutual in this 
State was arranged and put into effect by C. 
C. Denis, agency organizer. 

The Liverpool and London and Globe will 
call into its service on August I5 as engineer 
of its special risk department George W. 
Shuman, who has been connected for several 
vears with the Louisiana Fire Prevention 
Bureau as inspector. In the selection of Mr. 
Shuman the local management of the Liver- 
pool and London and Globe has displayed its 
usual good judgment, for he is a very com- 
petent man and will give a good account of 
himself in his new position. 

The insurance club project is not meeting 
with the enthusiastic response which its spon- 
sors hoped for, although the committee is work- 
ing hard. The work is uphill and uphill work 
is always laborious. If the project be feasible 
the gentlemen composing the committee have 
both the ability and the enerzy to “put it 
over.” 

On Fire Prevention.—My old friend, 
William M. Railey, is one of the prominent and 
active members of the New Orleans Associa- 
tion of Commerce and enjoys the distinction of 
heing chairman of the committee on fire pre- 
vention. If you combed the city with a fine- 
tooth comb you could not find anyone better 
qualified than Railey for that important post. 
lor he knows, and what he knows has been 
acquired not only from books but from ob- 
servant and fruitful experience. 

For some time the committee has been given 
close study to what is termed the “floating oil 
hazard” in the river, and while several sug- 
gestions have been made for the control and 
elimination of that hazard no decisive conclu- 
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OUR SLOGAN— 


“The Great Fire Insurance 
Company of the World” 


Chosen many years ago from hun- 
dreds of suggestions, our slogan could 
not be re-phrased today to express more 
happily the scope and ideals of this 
company. 

Great in the extent of its operations, 
great in its resources and great in the 
determination to stick to the simple 
principle of good faith in all transac- 
tions, we offer to the Insured absolute 
indemnity in every form of cover, and 
to the Agent a prestige which serves as a 
solid foundation for the upbuild of his 
own business. 


“JIVERPOOL, 
of ONDON 
” GLOBE, 


Insurance Co.r-: 





Executive Offices: 
1 Pershing Square, Park Avenue at 42nd Street, N. Y. 

















THIRD EDITION—NOW READY 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
embers, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


1020 Pages of Profitable Information 


A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 

Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 

Covers—Just the Book for the Underwriter in Office or Field 


PRICES 
Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO - PUBLISHERS - NEW YORK 
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FIRE 4» MARINE 
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NORFOLK, VIRGINIA 


Address Home Office Fer Agency Connection 
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Total Assets - - Over Twenty-eight Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders about Eight Million Dollars 
Losses paid to December 31, 1922 Over Ninety-Three 

Million Dollars 
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——— 
sion of a practical nature has yet been reached. 
3ut those acquainted with the tireless energy 
directed by a high degree of intelligence of 
the committee’s chairman, know that some 
solution will soon be found and put into effect. 
The hazard involved in the use of the 
domestic water heater, an instrument for 
comfort which harbors within an apparently in- 
nocuous exterior a devilish spirit of infinite 
mischief, the undoubted prolific instigator of 
many fires entailing severe losses on the fire 
insurance companies, has been receiving the 
earnest attention of the committee. The com- 
mittee will hold an open meeting shortly on 
the subject and the makers and the vendors of 
these heaters have been invited to attend and 
assist the committee in finding some way to 
reduce the hazard involved in their use. 


Paul McGill Appointed.— Manager Jas. B. 
Ross has given another evidence of his good 
judgment in the appointment of Paul McGill 
as agency superintendent of his Louisiana and 
Mississippi department. Mr. McGill has been 
connected with the Ross office for the past 
seven years in the capacity of examiner and 
chief clerk. He has an enviable world-war 
record and is well qualified to bring to satis- 
factory realization the sanguine expectations 
of his chief. 


PHILADELPHIA NOTES 


Training Schools Discontinued During 
Summer.—The insurance training schools 
conducted here for the instruction of first-time 
applicants for agents’ or brokers’ licenses in 
connection with the activities of the local in- 
surance advisory boards will be discontinued 
during the month of August, on account of the 
vacation season. The schools will be continued 
in September by the Insurance Company of 
North America and the Maryland Casualty 
Company in the same capable manner as they 
have conducted these schools during the past 
two years. This announcement does not in any 
way affect the work of the insurance advisory 
boards, which will continue to function with- 
out interruption. 


Frederick Richardson in England.— Fred- 
erick Richardson, United States manager of the 
General Accident, sailed with Mrs. Richardson 
on the S. S. Olympic last Saturday for a stay 
of several weeks in Great Britain. 


Fire Prevention Activities—Washington 
Devereaux, chief electrical engineer of the 
Philadelphia Fire Underwriters Association and 
a member of the Electrical Club, has been ap- 
pointed a member of the executive committee 
of the Fire Prevention Association of Phila- 
delphia recently organized under the direction 
of the Philadelphia Chamber of Commerce. 
Plans are being made for Fire Prevention 
Week, to be held early in the fall to arouse 
public sentiment for better efforts toward the 
Insurance men here 
heartily welcome the idea and will co-operate 


prevention of fires. 


in every way possible for the betterment of 
educational knowledge on the part of the pub- 
lic as regards its understanding of fire preven- 


tion methods and needs. 


GRANTS INJUNCTION IN MISSOURI 
Commissioner Ben C. Hyde Restrained from 
Putting New Rate Order into Effect 

Sr. Louis, Mo., July 24.—Judge Henry J. 
Westhues im the Cole County Circuit Court 
late ‘Thursday granted a temporary injunction 
restraining Ben. C. Hyde, State Superintend- 
ent of Insurance, from carrying into effect his 
recent order for a 15 per cent reduction in the 
rates for fire, tornado and hail insurance for 
Missouri. 

The temporary writ which restrains Super- 
intendent Hyde from starting his hearing in 
Jefferson City on July 26 requires him to answer 
in the Circuit Court, September 24, and show 
cause why the injunction shall not be made 
permanent. 

Approximately 150 stock fire insurance com- 
panies operating in Missouri were affected by 
the recent order of Superintendent Hyde. All 
of them joined in the suit. 

The suit was filed by a Kansas City law firm 
at the instance of the Agricultural Company of 
New York. A number of attorneys are asso- 
ciated in the resisting order for a reduction in 
rates. 

The suit attacked the constitutionality of the 
law passed hy the last legislature empowering 
the Superintendent of Insurance to investigate 
and restrict the expenses of insurance com- 
panies in determining rates. The petition also 
alleged that Superintendent Hyde is without 
power to reduce rates as long as litigation is 
pending over his order of last October 9 for a 
10 per cent reduction in rates. The order has 
been held up and testimony now is being taken 
in the suit in Chicago before Judge William- 
son of Kansas City, special commissioner. 

The suit contended that the insurance com- 
panies were given only seventeen days’ notice 
of the proposed hearing of Superintendent 
Hyde on July 26 and that this was insufficient. 
The petition claimed the representatives of the 
companies now are busy attending the session 
before Commissioner Williamson in Chicago 
and could not be present at the hearing in Jef- 
ferson City. 


Northern of London Takes Up Marine 
Business 

The Northern Assurance Company of Lon- 
don will write ocean marine insurance through 
its United States branch, of which Alfred G. 
Martin is manager, and has appointed Wm. H. 
McGee & Co. of New York as its marine gen- 
eral agents for the United States. 

The New York Rating Case 

The non-filing fire instfrance companies 
which recently secured a mandamus requiring 
the New York State Fire Insurance Rating 
Organization to supply them with rates are 
expected to ask for a modification of the writ 
by which any reference to the rules and regu- 
lations of the organization will be stricken out. 

Death of E. F. Gauvin 

Eugene F. Gauvin, president of the Gauvin 
Agency, New York, died on Tuesday last. He 
was well known in insurance circles, and his 


death is deeply regretted by his many friends. 
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MAY ISSUE DEPARTMENT RULING 
Kansas Commissioner Desires Return of 
Unearned Premiums on Maultiple- 
Line Policies 
Toreka, Kan., July 26—William R. Baker, 
Kansas Superintendent of Insurance, is pre- 
paring to issue a ruling directing the fire in- 
surance companies to take steps to see that 
their agents make full return of the unearned 
premiums on policies where several lines are 
included, but where the loss occurs only on 

one line. 

“IT have been advised of several instances 
recently where companies wrote fire, lightning 
and tornado insurance in one policy,” said Mr. 
Baker. “This is the general practice in writing 
farm business and is frequently done in writing 
city residence risks. But complaints have been 
coming to me that, when there is a loss from 
fire, the companies take up the policy and fail 
to refund the unearned premiums on the light- 
ning and tornado business, or there have been 
some losses by tornado where the fire and 
lightning clauses have been canceled without 
the return of the unearned premium. 

“I do not know whose fault it may be, but 
the companies must see to it that the unearned 
premiums of canceled policies or clauses, un- 
der these circumstances, are returned to the 
pelicvholder on the short-term basis, and if 
necessary the department will issue a ruling 
to that effect.” 

Mr. Baker has discussed the question with 
several State and special agents and it may be 
that a satisfactory agreement will be worked 
out so that the department will not have to 
issue an order. 


Rhode Island Companies’ Missouri Licenses 
Reinstated 

By agreement between the commissioners of 
Rhode Island and Missouri, the order revoking 
the Missouri licenses of three Rhode Island 
companies has been recalled, and Rhode Island 
will license Missouri reciprocals pending a 
future conference. 

Sr. Louts, Mo., July 24—An application for 
a writ of certiorari was filed Thursday in the 
Supreme Court to set aside the recent order of 
Ben C. Hyde, State Superintendent of Insur- 
ance, revoking the Missouri licenses of three 
Rhode Island insurance companies because the 
reciprocal exchange of Kansas City was denied 
a license to do business in Rhode Island. The 
petition was filed by a Kansas City law firm, 
attorneys for the insurance companies. 

The companies filed a brief in support of the 
pplication for the writ of certiorari in which 
they contended Superintendent Hyde was with- 
out authority under the State law to revoke 
the licenses of the companies and that he failed 
to give them a hearing before revocation of the 
licenses. The order of Superintendent Hyde 
vas made July to, and was effective then. 

The Rhode Island Insurance Company, the 
quitable Fire and Marine Insurance Company 
and the Providence Washington Insurance 
Company, all of Providence, were barred from 


oing business in Missouri under the order of 
Superintendent Hyde. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 


Standard and Sub-Standard Risks. 
If You Are Already Writing Insurance Stop That 


Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 

















On the one hand--- ‘| In Confidence: 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Having recently entered eastern states 
we have several very desirable openings 
for Managers in Maine and Delaware 


’s the Peoria Lif . He is first i 
ane Snares Oa Poeee: Lae: pen — under direct Home Office contracts. 


given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. This is a real opportunity. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- : ; 
tive gives him personal training and help—not only | Operating in 37 States—-Constantly ex- 
at the outset, but continuously and at frequent | panding. 

intervals thereafter. He knows that he is working 


ith one of the country’s most progressive and 
a abiins legal reserve companies, and that | THE BANKERS RESERVE 
the many desirable openings created by its constant LI F E Ee O M p A N Y 


it ks. 
expansion are filled from its own agency ranks R. L. Ribiess, Meus 


Is it surprising that Peoria Life men are | OMAHA, NEBRASKA 
happy and successful? 


Write us in Confidence, Special De- 
livery. 





Peoria Life Insurance Company ||| Assets , over $13,500,000 
PEORIA, ILLINOIS Business in Force, over $83,000,000 
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Don’t Throw Away the Life Boat 


By WiLuiAmM T. NAsH 


METIMES a ship is overloaded and in case 
of storm a part of the cargo has to be sacri- 
ficed. In would the 


captain order thrown overboard? What would 


this emergency what 
he sacrifice? Certainly not the life boats, when 


they would be the only means of escape for 





the passengers and crew in case the ship was 
lost. The entire cargo, and if need be, every 
pound of the ship’s stores wouid be cast into the sea to save the life 


boats and the lives of those on board. 

It is not uncommon for men to find themselves overloaded and be 
forced to let something go. Have you ever had this experience? 
Have you taken on in fair weather more than you are able to carry 
when the storm of adversity breaks? Are you overloaded and will 
you have to throw overboard a part of the load> Many good men 
have suddenly found themselves in this condition, and should this be 
the case with you, what are you going to sacrifice? What are you 
going to throw overboard? Certainly not your life insurance at such 
atime as this. That is your most precious possession in this emergency. 
That is the family’s life boat and you will sacrifice everything else 
to save it. 

If you could read the mail that comes to a life insurance company 
in the course of just one day’s business, the thought of dropping any 
part of your life insurance would make you tremble. Many of the 
letters are from widows whose husbands, instead of sacrificing some- 
thing else when they were pressed, had thrown away the family’s 


Lapse Prevention 
By E. 


Ray RINGER 


Perhaps a discussion of some phase of life 
insurance salesmanship would be more appro- village. 
priate on this occasion when we are celebrating like the 
together your successes in securing new _ busi- 


vou do not 


ness, vet when you stop to consider, we cannot — and if 
determine the extent of your individual achieve- 
ments or 


tested hy 


against lapses. 
their permanency until they have been The 
time and the results observed. During 
the World War many a village was captured 


only to he retaken by the enemy in a few hours 
hecause proper defense could not be made bhe- 
tore the counter attack, and also hecause certain 
From an address at a recent meeting of the $200,- office and agency organizations. 
00 League of the George Washington Life Insurance iy ee a weal 
Company, Charleston, W. Va. le 1Oss as a result 


nearby stategic points were not taken with the 
Your success will be 
capture of the 
have not been carefully and completely made 
take the proper 
lapse rate of our company as well as 
that of other companies has been unusually high 
during the last two or three years. 
conditions in general are much improved, the 
lapse rate has noticeably decreased, but there 
is still room for improvement, which must be 
brought about by the co-operation of the home 


of lapse is 


life boat and at the time when it was needed most. Some, not realizing 
the danger, had thoughtlessly dropped their insurance for no reason 
at all. Many of the letters come from men who carelessly, or for 
some fancied reason, had neglected to make their payments when 
due and upon applying for reinstatement found that they were no 
They had not realized when they let their policies 
Now, with 


longer insurable. 
go that they might not be able to get them back again. 
health impaired and the end drawing near, they find themselves with- 
out insurance and unable to get it at any cost. 

There are times with all of us when we find it hard to meet our 
obligations in full, but paying the premiums or dues on our life insur- 
ance, even under the most trying circumstances, is a trivial matter 
as compared with what it would mean to our wives and children to 
be deprived of the proceeds of our policies and perhaps left empty 
handed and with debts of our own making to haunt them. Therefore, 
if you find your ship to be overloaded, do not try to get to shore by 
throwing away the life boat. Do not pull the last prop out from 
under the family at such a time as this. Whatever may happen and 
whatever may be the sacrifices in other things, stick to your life insur- 
ance. ‘The wife and children, remember, are preferred creditors. 
Above all, keep them secure and your own mind free of worry for 
their safety. That is worth more than anything else to you when 
everything is going wrong. The man who will do this has nothing 
to fear. There always will be a way out for him. But the man 
who is frightened at every shadow, who throws away the family’s 
life boat, and leaves his wife and children to save themselves should 
their ship be lost, will find himself always in trouble. 


The policyholder, the agent, and the company 
In the first place, the policyholder loses 
No company pays a death claim 


suffer. 
his protection. 
under a lapsed policy. Often a widow in dire 
need, thinking that she has her deceased hus- 
mly temporary, band’s insurance for the support of herself and 
family, learns that the policy lapsed a short 


death. No doubt 


there are many similar cases which never come 


village, if your sales 


time before her husband's 
precaution 
to the attention of insurance 


could go on at length on this phase of the sub- 


companies. I 


ject, but you who go up and down your terri- 
Now that tories preaching protection know full well the 
loss to dependents resulting from letting in- 
surance terminate. 

In addition to the loss of protection, the pol- 
icyholder sustains a financial loss by allowing 
his insurance to lapse. A policy at the end of 
threefold. 


the first year has no surrender value, and there- 








fore the insured receives no return when he 
drops his insurance, and must consider that the 
entire first premium was expended for on¢ 
vear’s protection. A policy two or more years 
old has a cash or loan value. 
Should the policy- 


The longer in 
force the greater the value. 
holder be compelled through necessity to take 
advantage of the policy provisions for his own 
personal benefit, his returns are more in pro- 
portion to his outlay and at the same time his 
dependents have been protected. 

You are all more or less acquainted with the 
loss sustained by the agent as a result of lapse. 
The extent of your knowledge depends upon 
the length of time you have been in the insur- 
ance business and the amount of lapse. I have 
been told by several of the men who have been 
with the company for some time that most if 
not all of their first-year commissions are used 
to meet current expenses and that they depend 
chiefly upon their renewals for their savings. 
Such being the case, every lapse cuts down the 
future savings of the agent. Furthermore, most 
agents look upon their renewal commissions as 
the means of buying the necessities of life for 
themselves and their families during their old 
age. The same reasons you advance in talking 
old age endowments and continuous monthly 
income insurance to your prospects are just as 
applicable to you in regard to your building up 
a renewal estate. 

The agent sustains another loss through lapse 
which, while indirect, must be recognized. The 
majority of our agents write the largest part of 
their business among the farmers. As a rule, in 
rural communities it is pretty generally known 


what each one in the community does and owns 
No sooner do John Jones and Bill Jones take 
\gent John Doe 
neighborhood 


out a policy each through 


than every inhabitant of the 


knows about it. The same is true should Smith 
and Jones allow their insurance to lapse. Even 
though Smith-and Jones did not have a cent in 
the world because of crop failure, and there- 
fore couldn’t in their opinion afford to renew 
their policies, the neighbors would think the 
insurance was not just what it was supposed t 
Should John 


be and was therefore dropped. 
Doe, agent, later return to that community he 
will not find business so brisk, because he has 
instead of two live policies to recommend him 
and his company, two dead ones. In this re- 
spect the same loss sustained by John Doe is 


also sustained by his company. 


It is thought by some that insurance compa- 
nies make a large part of their money through 
lapses. It is quite the contrary. Practically 


11 


all, if not all, of the first vear’s premium is used 
in obtaining the business, that is, in agents’ 


commissions, medical and inspection fees 


branch offices, advertising and contributions 


to home office expense. Also a reserve must 
set aside for mortality on first-year business. 


It is very evident that lapses are not profitable 


to the company, neither are terminations of 
older policies, for that matter, because of the 
liberal surrender options \n old-line com- 
pany such as ours desires that every policy go 


to maturits 


(Continued on paye 24) 
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Life Insurance Monopolies in Europe 


By Dr. ALnert EHRENZWEIG 


Since Italy introduced in the year 1912 the 
State life insurance monopoly, this question has 
not been set at rest in Europe. Whole libraries 
have been written for and against the monopoly. 
After the World War, the increasing finance 
necessity everywhere indicated to the hard- 
pressed States this apparently simple means of 
aid. In several parliaments, therefore, corre- 
sponding motions were offered. Quite recently 
the Turkish 
monopolization of life insurance as immediately 
at hand. 

But all that is still only dallying: 
oly idea is buried in Europe. For on May 14, 
1923, the Italian Official Gazette published the 
roval legislative decree of April 29, 1923, which 
abolished the Italian life insurance monopoly. 
Is the Italian State, in fact, on the point of 
thinking of renouncing the income heretofore 


government announced — the 


the monop- 


received from the operations in life insurance? 
On the contrary! The State wishes to in- 
crease this revenue by making serviceable the 
private companies. 


Tue ITALIAN PLAN 

The “Instituto Nazionale,” which has here- 
tofore functioned as a monopoly institution, is 
now, after abolition of the monopoly, to come 
into free competition with the private com- 
panies. But these companies are legally com- 
pelled to give to the “Instituto Nazionale” in 
reinsurance a fixed quota of their Italian busi- 
ness; in the first place, of 40 per cent; after ten 
vears, of 30 per cent; after a further ten years, 
of 20 per cent; then again after ten years, 10 
per cent, and they are to remain permanently 
at this last named quota. That is very shrewdly 
devised; that the State will be satisfied after 
decades with less, the law can now calmly 
promise. A new law can indeed later change 
that. At any rate, for the next ten years the 
State institution receives, without cost or effort, 
10 per cent of the whole Italian life insurance 
business in reinsurance. Besides which, it can 
still do business itself, and does not need to 
give the private companies anything from it. 
But upon these operations of its own it cer- 
tainly places only small hopes. That is just 
the reason for the whole innovation; during 
the ten years’ transition period which is about 
to end, it was still allowed to the private com- 
panies to operate alongside the monopoly in- 
stitution, in which time the private operations 
showed themselves much more attractive than 
the State monopoly business. On this account 
the Fascisti Government fell upon an ingeni- 
ous idea; under the catch-word: “Away with 
the State monopoly! Freedom of commerce!” 
The goose that lays so many golden eggs (that 
is, the private insurance) will have the eggs 
taken out of the nest. That is better than to 
kill the goose by the monopoly, which, as has 
been learned, cannot lay any golden eggs! 
What the State institution in Italy must leave 
for good or bad to private insurance, which 
it has not been able to uproot, it will make up 
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for, however, in foreign lands. The new law 
authorizes, in fact, the “Instituto Nazionale” 
also to operate abroad, and the Italian Govern. 
ment is endeavoring to carry through in its new 
treaties of commerce (first with Switzerland 
and Austria) the recognition of the admissibjj- 
ity of its State institution. It remains to be 
seen whether the State institution will develop 
more power of growth than in its native land. 
In any case, the entire proceeding is a triumph 
for private operation over the idea of State 
operation of insurance. 


CONDITIONS IN AUSTRIA 
Already, in 1922, private insurance had won 
a victory in another manner over State insur- 
ance in Austria. In old 
spoken of “State control” of insurance than 


Austria less was 
of “extension.” The historical components out 
of which the State arose were, in spite of the 
centralization of the Empire, maintained as 
distinct “countries” (Lower Austria, Bohemia, 
Tyrol, etc.), with a certain self-administration, 


, 
own budget, etc. These countries laid claim to 
certain insurance branches as a matter for na- 
tional and welfare superintendence. In the 
face of the former strong central power of 
the Great State, the efforts of the local poli- 
But the State 
government pacified the countries by granting 


ticians could not make headway. 


to them the permission to establish their own 
“national insurance institutions.” That was an 
ingenious expedient for protecting the threat- 
These “national insur- 
ance institutions,” were founded by 


resolutions of the “parliaments” of the differ- 


ened private insurance. 
which 


ent countries and were managed by the “parlia- 


ment” and “national commission,” thus, by 
self-governing authority of the 


their nature, 


the highest 


countries, were, according to 


a class of public institutions. 3ut under 
their legal form they were usually mutual 
insurance institutions. Their members were 


the ones insured, who, in the exercise of 
the administration, were represented by the na- 
tional officials as statutory federation organiza- 
tions, not perhaps as constitutional national 
organizations. The countries contented them- 
selves with this profound influence on the ad- 
ministration. Therefore, fhe national insur- 
ance institutions in legal administration (in 
view of the State supervision), and in private 
rights (in view of the legal relations to the 
insured), stood on an entirely equal footing 
with the private companies; particularly, they 
have not reached either compulsory insurance 
or monopoly. 


Tue New AustTrRIA 
Now, when old Austria went to pieces and 
out. of the German countries thereof a new 
small Austria arose, the authority of the new 
State was so slight that the “countries” which 
were previously only the highest administration 
districts, rose up in the way of a constitutional 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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alteration, even to States, and the Republic of 
Austria was transformed after a short time 
into a very loose “federation.” The barriers 
which practically oppose the right of self-legis- 
lation of the “countries” are very weak. There- 
fore, it was to be expected that the “countries,” 
now become too powerful, would at once real- 
f the 


ize their former wish for “extension” « 
insurance service. The Federal Government 
would have been as good as powerless against 


such a step. 


CouNTRIES AND INSURANCE COMPANIES CoM- 
BINE EFFORTS 

But something quite the opposite, quite unex- 
pected, took place. The eight countries of the 
republic united together with the Munich Re- 
insurance Company and the two private mutual 
fire insurance institutions in Vienna and Graz, 
as founders and subscribers to the stock of 
a new “Insurance Stock Company of the Aus- 
trian Federal Countries.” Hence, an insurance 
stock company, which was established in com- 




















An Insurance Convenience 


“One of the favorable features of your plan is 
that the abstract remains in the hands of the local 
Mortgage Company, making it unnecessary for us 
to handle it, store it, and take the risk of its loss, 
all of which is a great annoyance and expense 
where a large volume of mortgages is concerned,” 
writes the Treasurer of a large Insurance Company. 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 


American Trust Company 


$8,000,000.00 


Affiliated with the 

















*“SECUR® AS THE BEDROCK OF NEW YORK” 





mon by the States and private insurance com- 
panies! The Munich Reinsurance Company 


‘assumed 60 per cent of the total business of the 


new stock company, in reinsurance. Of the 
capital stock, which amounted to 20,000,000 
crowns at the time of the organization, 51 per 
cent was subscribed by the countries of the 
federation, 45 per cent by the Munich Com- 
pany and 4 per cent by the mutual fire insur- 
ance companies in Vienna and Graz. The coun- 
tries have assured to themselves thus, with this 
subscription to the shares of stock, the capital 
predominance. The organization of the stock 
company conforms to the general legal pro- 
visions concerning stock companies, and to the 
usual practice. Besides the normal administra- 
tion organization, however, there exists a “Na- 
tional Board of Trustees,” consisting of chosen 
delegates from the nine federal countries. It 
is assumed that the influence of the countries 
on the administration and conduct of the busi- 
ness of the stock company will be made felt. 
In the administration council, however, which 
has the real power, there sit the representatives 
of the participant private companies and of the 
political parties beside each other, who up to 
this time have struggled for dominance over 


the national insurance institutions. 


PRIVATE IENTERPRISE TRIUMPHS 
Here, then, the State insurance, which was 
carried on by the national insurance institu- 
tions, bows down before the principle of pri- 


vate participation! The deep distress of the 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 








a 








21 








times, political struggles between the parties 
ruling the countries, and financial cares of the 


institution administrations have wrought this . 


wonder. The federation itself contents itself 
with the supervision of the insurance service. 
It has not a remote thought of insurance opera- 
tions of its own; it has in the inactive railroads, 
etc., more than enough to do. The question of 
nationalizing is thereby forever solved; 
Just now the “Federal Company,” as it is 
called, for short, in life, raised its 
capital stock 20,000,000 to 500,000,000 
crowns, and assumes also all the branches of 
There has been ad- 
mitted, upon its solicitation, also the new “Bur- 
genland” (a strip of land relinquished by Hun- 
gary). The new shares will be issued with a 
premium of 59 per cent. 
ment has succeeded ! 


business 
from 


insurance for damage. 


Hence, the experi- 


Texas Agents of Royal Union Meet 
Des Mornes, Iowa, July 24—The Royal 
Union Mutual Life Insurance Company of Des 
Moines entertained this week a delegation of 
its agents who are stationed in Texas. 
Willard H. Foster of Dallas, 
Texas, was in command. During the confer- 


Captain 
manager for 


ence various phases of the work were discussed. 
The event was not without its entertaining fea- 
tures, the officers of the organization playing 
host in almost cordial manner. 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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Increased Value of Human Life as Expressed 
in Larger Insurance Policies 


Tue Spectator of New York has recently 
published a list of “Prominent Patrons of Life 
Insurance’ who carry from $1,000,000 to $5,- 
000,000 of insurance. The millionaire list con- 
tains some fifty-eight names. It is not, of 
course, complete and does not include all who 
are insured for a million dollars and over. 

However, the list as it is, is impressive. It 
is not only interesting to know that so many 
people are able to carry such large amounts of 
insurance, but it is convincing evidence that 
men of large means believe in insurance and 
utilize it. 

We generally think of insurance as a poor 
man’s anchor to windward and a means of pro- 
tection for those in moderate circumstances, 
and indeed it is true that life insurance is made 
up mainly of this class of policyholders. 

The big lines of insurance, which often re- 
quire all the insurance facilities of America, 
and some from abroad, are possibly beyond the 
ken of most agents; but even so, a fact which 
concerns everyone is that people are beginning 
to think of life insurance in larger terms, and 
are taking more insurance than they have be- 
fore, or are taking larger amounts when they 
lirst begin. 

We are beginning to understand more of the 
value of human life as expressed in dollars and 
cents, and as expressed to ourselves, and to our 
families in the amount of insurance which we 
carry. Many carry twice as much life insur- 
ance to-day as twenty years ago. A young 
man to-day needs more insurance than he did 
twenty years ago because his economic value 
has greatly increased. 

As we grow older our sense of obligation in 
these matters increases, and we feel more 
protection as we get 


table of 


strongly the need of 


nearer that point in life where the 
expectation terminates. 

We not only need more insurance, but we 
forms that are best 


need to consider the 


adapted to our needs. Also we think of in 
come insurance more than we ever did before. 
of annuities or fixed income in place 


of lump sums which may be dissipated by ill 


The idea 


advised ventures is more dominant to-day in 


the thoughts of those who are buying life in- 
surance. 

While we do not think of life insurance as 
which we do 


an investment, in the sense in 


when we buy stocks, yet we do regard it as 
an investment in the sense that it creates an 
estate, safe and secure, and consequently, ag 
some have expressed it, the “best possible jn. 
vestment,” at least for the man in ordinary 
circumstances. In fact it is the best for the 
rich man because very often he has found him. 
self pinched because of the speculative char. 
acter of other resources, and his family often 
has been in dire straits after his death be 
cause perhaps only a small portion, or not any 
of his estate, was in life insurance. 
The John Hancock Signature. 


Sam Cowan has been appointed supervisor jp 


Oklahoma for the Great Southern Life of Houston, 
Tex., succeeding T. HI. Oldham. 





“You may talk too much 
on the best of subjects,’ 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 

















EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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How I Changed Myself from a Poor Insurance 
Salesman to a Topnotcher 


I’ve been selling life insurance about a year 
now, and during the first six months of my 
career I sold only one policy, and that for only 
$4000, while during the past six months I have 
gold insurance amounting to over $125,000. In 
other words, from a no-account salesman I 
have changed myself into a pretty successful 
one, with prospects which, | have been told by 
executives of the company whose policies I sell, 
are really brilliant. 

How have I accomplished this change? How 
have I turned myself from a poor seller of 
life insurance into a topnotcher ? 

I’m going to tell just how I did all this, be- 
cause in the telling I feel confident I will be 
giving suggestions and pointers to other in- 
surance salesmen which will be of real help to 
them in getting more business and in making 
more money. 

Of course, during the first six months of my 
career aS a life insurance salesman I realized 
that I wasn’t doing good at all, but I had a 
sort of hazy idea that this was the usual ex- 
perience of newcomers in the business, and that 
if I simply stuck to it the business would gradu- 
ally come to me. But when at the end of the 
six months I checked up and found how very 
poorly I’d done I realized that the time had 
arrived for an accounting. So I grabbed myself 
by the shoulder, as you might say, and had a 
real heart-to-heart talk with myself. 

“Look here,” I said to myself, “It’s very evi- 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 














dent that something's radically wrong with you 
personally or with your methods. You aren’t 
getting the business and there’s no indication 
What's the 


How can 


that you're going to get any. 
trouble? Where are you at fault? 
you go about bracing up and doing better ?” 

[I considered these questions thoughtfully for 
quite a considerable time, and then I went on 
talking to myself in this way: 

“There’s nothing wrong with your appear- 
look O. K. 
and you're fairly agreeable to talk with. But 
your methods couldn't sell any insurance to me 
for the reason that you talk too much, and for 


ance and your personality—you 


the reason that you are over-zealous. 

“You've caught the idea that selling life in- 
surance is a mighty tough, mighty hard proposi- 
tion. You feel that every sale is to be achieved 
only through tremendous efforts on your part, 


that no sale is ever to he made easily and 
quickly. And you've got an absolutely un- 
founded belief in your own abilities as a sales- 
man. You think that you have ‘persuasive 
powers which will enable you to make men 


want to buy insurance from you. You haven't 
any such powers at all. Your salesmanship isn't 
any good—you've proved that by the fact that 
you haven't been able to sell any more insur-- 
ance. And you entirely overlook the fact that 
a very considerable number of prospects actu- 
ally sell themselves on the policies you are 
handling so that don’t any 
selling at all to amount to anything. 


you have to do 

“Now the thing for you to do is to cut out 
about seventy-five per cent of all the talking 
Make what talking you do more sug- 
gestive, let it lead the some 
thinking about the insurance you are trying to 
sell that he for himself how 
valuable it is and how much he needs it and 
so that he will be more apt to sell himself on 
the stuff. 
sible, let the prospects sell themselves—that’s 


you do. 
prospect to do 


him so will see 


As far as possible, whenever pos- 


the easiest sort of salesmanship for you and 
the most effective salesmanship. 

“And get away from feeling that the selling 
of life insurance is a hard proposition. It isn’t 

Just think of the 
dollars of 
that are being purchased every day by men all 
Lots of life 


a hard proposition at all. 


millions and millions of insurance 


over this country! insurance is 


being bought right in your own territory every 
week. Life insurance is a commodity, a neces- 


sity just like food and clothing, and because 
it is a necessary commodity it is bought and 
not sold the way sold. 
Remember that the big things in selling neces- 
sities are price and the returns the purchaser 
So hammer hard on 


luxuries have to be 


gets from his investment. 
these propositions and you'll get along faster. 

“Go after the big prospects. It’s just as easy 
to do this as it is to go after the smaller ones. 
And go after the easy prospects now—never 
Get all 
the business you can as easily as you can all 


save up easy prospects for rainy days. 


the time.” 
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When I'd tinished giving myself this straight- 
from-the-shoulder talk I felt a lot better, and, 
in fact, stepped right out and up to a banker | 
knew and sold him a policy. He was a pros- 
pect I’d been saving up for a rainy day. And 
while selling this banker he gave me the name 
of another man who had expressed a consider- 
able amount of interest in the company I was 
representing, and to this second man I also sold 
a policy. 


Which salesman, Would, Mou. Patron lv? 





| 
| 
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Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A aow 


WILLIAM S. HULL 


Direct-<Mail Sales Service 
«MADISON, CONNECTICUT 

























Lapse Prevention 
(Continued from page 20) 

Now let us consider some means of decreas 
ing the ratio of lapses. 

apse prevention should begin with the sale. 
If the sale is properly made the big step has 
been taken toward a high persistency of the 
business. The basis of the sale should be the 
needs of the prospect, and protection should 
be sold that will provide for those needs. To 
do this the agent must learn as much as he can 
that is necessary about his prospect, and from 
this decide what insurance needs are to be pro- 
vided for and the plan of insurance best suited 
for this prospect. Insurance can be sold, and 
has been sold, on what is known as a policy 
talk. 


has a good policy, but his need for insurance 


Under this system the insured knows he 


and the good features of the policy have never 
been associated. The prospect may have in- 
surance needs a plenty, and the agent a good 
policy, but if the two are not connected the 
chances of securing an application are greatly 
lessened, and should the prospect be sold on a 
policy talk, the chances are the policy will lapse 
because the holder cannot later see any benefit 
he may derive from it, and he has forgotten 
the agent’s reasons for saying it is a good 
policy. The incontestable clause, the automatic 
non-forfeiture clause, and the liberal surrender 
values may be forgotten, but rarely does a 
policyholder forget that he or his family has 
or will have use for money which can be ob- 
tained through insurance. 

I regard the delivery of the policy a part 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal 


tracts. Our Disability Clause is 


General Agency Con- 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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of the sale. I do not mean that the agent should 
resell the policy, for that would mean he did 
not do a good job the first time, but having the 
real policy now in his hands he can show it and 
explain the provisions of the policy and how 
they will fit his particular case. It is a recog- 
nized principle in psychology that repetition of 
a statement will leave a more lasting impres- 
sion. Therefore a brief review at the time of 
delivery of the former explanation will im- 
press more deeply upon the insured’s mind the 
purpose of the policy. 

There is another point which is almost as 
important as the sale in its relation to lapse. | 
refer to the class of business written, or per- 
haps I should say the class of people written. 
I'rom our observance of lapsed cases at the 
home office, we learn that the majority who 
drop their insurance are those who have a small 
Those having thousand- 
dollar policies are not exceptions. It appears 


and variable income. 


that the premium always falls due at the time 
A statement 
recently published in reference to the lranklin 


the policyholder has least funds. 


Life bears out our observations: 

“A large portion of lapses occur among the 
have 
$1000 and whose income seldom exceeds $500 


policyholders who insurance for only 


a year. The principal offenders are those whose 


farmers 
They 


take out insurance in a good year and lapse it 


incomes are variable, such as tenant 


whose incomes depend on their crops. 
in a poor year. Where a policyholder’s income 
is certain the lapse rate is considerably re- 
duced.” 

Now to present the positive side, business 


written on the lives of salaried men, farm 
owners and professional men has a higher per- 
than that among factory 
workers and tenant farmers, who have an un- 
Knowing this, the 
agent should build up a clientele of the more 


substantial 


sistency laborers, 


certain and variable income. 
members of his community and 
thereby not run the chances of having a high 
lapse rate. 

Next let us consider means of holding the 
business after it is in force. 

The company has worked out a system of 
notifying and reminding its policyholders of the 
premiums due and warning against lapse, which, 
when carefully observed, has proved very suc- 
cessful, and I believe as much so as any other 
method that can be adopted. About one month 
before the premium is due, the first notice is 
mailed from the home office. This gives the 
policyholder time in which to prepare to meet 
the payment. If the paid 
within five days after it is due, a special letter, 


premium is not 


known as the pre-lapse letter, is sent either 
from the home office, signed by the secretary, 
or from a branch office, signed by the cashier 
or general agent. A carbon copy of this letter 
is sent at the same time to the general agent or 
soliciting agent, so that they may supplement 
the efforts of the home office or branch office 
by a personal call or letter. Then if the pre- 
mium remains unpaid, ten days before the ex- 
piration of the grace period a reminder notice 
is mailed from either the home office or the 
circular is en- 


branch office. Some suitable 


closed with the pre-lapse letter and reminder 
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Thursday 


notice calling attention to the value of the pro- 
tection and the loss resulting from lapse. The 
mailing of these various notices, letters anq 
circulars is all that the home office or branch 
office can do toward holding the business except 
offering an extension by note settlement when 
the policy has a loan or cash value. The carbon 
copy of the pre-lapse letter should he a signal 
for you to get busy even though several days 
If the policy. 
holder is wavering, your touch will do more to 
If he 
is taking advantage of the full grace period, 
you should know it, your time is not lost, he 


of the grace period yet remain. 


hold the business than twenty notices. 


may need more insurance, or perhaps he can 
refer you to some friends who will buy. The 
renewal of business depends largely under nor. 
mal conditions upon the agent. One of the 
Eastern companies which transacts all its busj- 
ness direct with the policyholders paid for over 
$3.980,000 of new business in 1922, yet the net 
gain of insurance in force was only a little 
over $106,000, because of the heavy termination, 
I do not mean to imply that agents could haye 
held all the business, but I do believe they 
could, by personal touch, have held down the 
terminations so that the net gain of insurance 
in force would have been much larger. 
Policies that have a cash or loan value are 
kept alive for a certain time when the premium 
is not paid by the automatic non-forfeiture 
provision. Although the policy is in force, the 
policy account is not active, and quite fre- 
quently policies that get on the automatic ter- 
minate. In order to keep the policy account 
active, the home office sends the policyholder 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and _ refer- 
ences. 


STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 














J uly 


la 


rr 





rf the pro- 
apse, The 
etters and 
or branch 
ICSS except 
nent when 
rhe carbon 
€ a signal 
veral days 
he Policy. 
O more to 
Ss: cha 
ce period, 
t lost, he 
DS he can 
uy. The 
nder nor- 
le Of the 
its busi- 
| for over 
t the net 
y a little 
mination, 
uld have 
eve they 
lown the 
insurance 
PE, 
ralue are 
premium 
orfeiture 
orce, the 
lite fre- 
atic ter- 
account 
cyholder 


eed 


ig 
W 
re 








July 26, 1923 





BUILD 
YOUR OWN 


BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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soon after the expiration of the grace period 
what is known as the automatic note letter, a 
copy of which is sent the agent. Frequently 
the policyholder gives a note for the indebted- 
ness, whereas if the policy was allowed to re- 
main on the automatic the policyholder would 
become more neglectful of his interests until 
all the value of the policy would be exhausted 
and the policy would terminate. The agent 
should give his assistance in keeping the policy 
accounts active, since it means the renewal of 
the business. 

The company measures its success for the 
year from the insurance standpoint by the net 
gain of insurance in force. The amount of new 
business paid for during the year may be large, 
yet if a large part of it is needed to offset ter- 
minations the growth is regarded as unsatis- 
factory and steps are taken to remedy the 
Gain over loss is never lost sight 
Every gen- 


situation. 
of in the effort for new business. 
eral agent, district manager, and even local 
agents, should know the amount of business he 
has on the company’s books, and with that as 
his guide watch its growth during the year. 
It is just as essential to the agency that its in- 
surance in force increase as it is for the com- 
pany’s to increase. It is through the growth 
and development of the individual agencies that 
the company grows and develops. It is like- 
wise true that the growth of the company bene- 
fits the agency. 

Did you ever consider what the renewal of 
the business you write indicates? Is it not the 
eauge by which you can measure the quality 
of your work? Does it not indicate to you how 
well you represent your company? Does it not 
to a great extent classify you among the other 
agents of the company as to your real worth 
to your community as well as to the company? 
Does it not reflect the amount of confidence 
your community places in you? I think we 
must answer all of these questions in the af- 
firmative. In view of this, we should all strive 
for quality of production as well as quantity, 
so that we may be justly proud of our work, 
and that it will be second to none when com- 
pared with the production of the agents of any 
other company. 

The Life Agent’s Wife 
If you can learn to wait an hour with dinner, 
And see it spoiled—and meet him with a 
smile 
\nd never ask, “What kept vou, dear? 
I've been waiting for such a long, long 
while !”’ 
If you don’t mind when he goes out to “write 
one” 
In the evening when you need him here at 
home 
To sit beside you at the fireside: 

If you can bear to see him roam 
Out into the night to close his prospect, 

And come back later to report, “Not yet 
While you must listen to the story 

Of the one he “didn’t get;” 

If you can hear those awful words, 


” 
’ 


“He was rejected,” 
\nd not lose heart, 
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Nor feel like throwing up the game: 
If you can live for months on prospects 
And keep on smiling just the same; 
If you can talk about a monthly income, 
Straight life, endowment and the rest, 
With intelligence and understanding, 
Yet not forget the other things that give 
life zest: 
If you can feel that it’s a privilege 
To do all this—to help him all you can— 
You'll lead him to success, true helpmate 
Of the life insurance man. 
—Mrs. Aaron J. Gould. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 

Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 
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CEDAR RAPIDS AGENTS MEET 
Life Company Has Interesting Program for We are satisfactorily handling 
Its Producers 
Agents of the Cedar Rapids Life Insurance iw E; I ly aay, k J R A RB] Cc E; ; 
Company, Cedar Rapids, Iowa, to the number 2 
of about fifty, met at the Montrose hotel in F 5 : — 
Cedar Rapids, Thursday and Friday, July 12 for a number of American Life Companies. 
and 13. An excellent inspirational program, as You will appreciate our quick decision and prompt service in your cases, 


follows, resulted in benefit to all: ° 
coma Bat a eh : csi banat Pens Reinsurance on the yearly Renewable Term plan, or for substandard 
TURS ILY 12, MORNING SESS : : : s ‘ . , 
~~ “ sa a rm risks on the Coinsurance basis. Our decision given by wire on day of receipt of 
President . B. Robbins opened the convention. your papers. 


Dr. A. L. Murray—‘Will Power at a Premium.” 
Barney Pearson—‘‘Constructive Method of Making 


and Closing a Sale.” THE ONTARIO EQUITABLE LIFE & ACCIDENT 


Hon. Ernest R. Moore-—‘‘Be Loyal.” 


Noon—12:15 INSURANCE COMPANY 


Private luncheon with prominent business men 


guests at the club dining room, parlor floor, Montrose Head Office, Waterloo, Ontario. Ss, Cc: Tweed, President. 
Hotel. 


Afternoon Session—2 P. M. 3d re ; ; 
Rev. Hugh A. Orchard—*Inspiration.” of the association co-operating with the Col- Liberty Life Agency Changes 


Barney Pearson——"Makenp of Successful Life In lege of William and Mary in conducting a Topeka, Kan., July 24.—C. A. Moore, presi- 

eer : course in life insurance and life insurance sales- dent of the Liberty Life Insurance Company 

Evening—? P, M. Le 7 manship was discussed at length. The Rich- of Topeka, has announced four changes in the 

Banquet at the Crystal Hall, Montrose Hotel, for the Se ; : A é . 

mond Association has been in favor of the agency forces of the company. Charles A. 

course, ever since it was first projected a year Baird has been appointed superintendent of 
FRIDAY, JULY 13 ago, and much regret was manifested when the agents at the home office. J. E. Alfred, who © 

Morning—9 .A. M. Visited the Bote salt college did not arrange to include it in its has been district agent at Independence, Kan, 

allen a a ea ga pees curriculum: last winter. The present admin- goes to the district agency at Little Rock, Ark, 

: istration of the Richmond Association is will- recently established by the company. Glenn D, 

See ing to co-operate with the college authorities Hamilton has been appointed district agent at 




















surance Men,’ 


entire official family of the Cedar Rapids Life Insur 


ance Company. 


May Conduct Life Insurance Course in in every way possible, and at the meeting last Independence. M. I. O’Sullivan has been 
Virginia l‘riday a canvass was made of men in the — transferred from the accident to the life divi- 

RicuMonp, Va., July 24—At the initial association who were available as lecturers. sion of the company and has been placed in 
meeting of the new executive committee of the The course, if given, will cover seventeen charge of the district agency at Concordia, 
Richmond, Va., Life Underwriters Associa- weeks, there being a two-hour meeting of the Kan., with complete supervision over a newly- 


tion, which was held last Friday, the matter class every week. recruited force of agents. 
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HELPING THE MAN 


A We E be ; C AN WITH THE RATE BOOK 


LEADS—real, live, business-getting leads on the 

right kind of prospects—are supplied to 

, Guardian Agents and help them save time 
and increase their production. 

L | FE ia This is only a part of The Guardian’s broad 

program of Agency cooperation. If you want 


to know the whole story of what this Company 
is doing for its field men, address: 








Insurance Co. 


INDIANAPOLIS, IND. 


T. LOUIS HANSEN, or GEO. L. HUNT, 
Vice-President Supt. of Agencies 


_ The Guardian 
Soca i | Life Insurance Company 
OF AMERICA 


HERBERT M. WOOLLEN Established 1860 under the Laws of the State of New York 


PRESIDENT 








Home Office 50 Union Square, New York 
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DIXIE FIRE AFFAIRS 


A Communication Points Out Features 
of Examination Report Sustaining 
Some Previous Comments on 
the Company 
EXAMINERS’ CRITICISMS QUOTED 
Various Errors and Differences Recorded in 

the Report 


[To the I:ditor of THe Spectator] 


It is with considerable interest that | 
followed the publicity given to the Dixie Fire 
matter in the columns of your paper. I was 
yery much surprised at the lengthy communica 
tion you published from H. R. Bush, preside 
of the Dixie, following the appearance of an ar 
ticle, evidently sent vou by one of your corr 
spondents, and dealing with the Dixie and its 
affairs. Tue Specraror calls itself “An Amer 
ican Weekly Review of Insurance,” and I tak: 
it that vou strive as far as possible to make its 
news columns cover the field. I take it, also, 
that vour paper is published in the interests of 
its readers, and that you try to give your cir- 
culation the benefit of what is going on in in- 
surance circles. This is what your 
pay for, and this is what they are 
receive. 

Will you permit me to say that I have heen 
a regular reader of the paper for more than 
eight years, and | have always tcund its news 
columns unbiased, and its editorial policy san 
and conservative ? 

In connection with what Mr. Bush had to say, 
I recall a personal incident that happened a 
number of years ago when | was a reporter on 
a country newspaper. A legal case arose i 
which the court held that, in order to give 
defendants a fair trial, a change of venue was 
necessary. The case was moved for trial to the 
town where our paper was published. The 
week preceding the trial, we printed several 
columns, giving a complete history of the de 
fendants, presenting facts not generally know: 
about then 1. Their attorneys immediately called 
at our office and charged us with attempt 
ing to foster public opinion against their clients 
Asa matter of fact, we were giving the public 
the benefit of the information we had, and it 
was certainly a matter in which everyone was 
interested at the time. JT might add that the 
evidence adduced at the trial justified what we 
printed. 

So, when Mr. Bush reflected on the policy 
of THe Spectator, | — very much surprised 
It may or it may not be that correspon 
dent hased what he wrote on misinformati 
The fact that up to that time vou had pata 
him a reliatle and trustworthy news-gatherer, 
certainly justified you in printing the stuff he 
sent vou, 1f you felt that public interest war 
ranted giving the space to the matter. So 
much for Mr. Bush’s criticism of vour paper 
The convention examination of the company 
hy the States of North Carolina, South Caro 
lina and Virgina was then in progress, and 
has since heen filed. T understand on reliahlk 
authority that before the report of this ex- 
amination was made public, a copy of same was 
turned over to the officers of the Dixie, in 
order that they might protest any statements 
eontained, or take an anpeal to the National 
Convention of Insurance Commissioners, if 
they saw fit. After holding the report for 
some days, the officers announced that no ap- 
peal would he taken. and the report was ac- 
cordingly officially filed. and is now a matter of 
public record. 


have 


subscribers 
entitled to 


vou 


t 
f 


JUstiricATION FOR ORIGINAL Story 
Let us see if there was not some justification 
for the oricinal story, as sent to you by your 


recall that he made some 
comment on Mr. Bush's position as underwrit 
ine manager of the Dixie. The examination 
report sets forth that the company was organ- 
ized March 14, 1900, with a capital of $500,- 
009, and that in 1900 it was merged with the 
North State. The Dixie had a_ reinsurance 
treaty, by which it participated in one-seventh 
ef excess risks from the following companies: 
Assurance Company of America; British 
eneral Insurance Company, United States 
branch; Century Insurance Company, Ltd., 
United States branch; Colonial Assurance Com- 
pany, New York; Guaranty Fire Assurance 
Corporation; Independence Insurance Com- 
panv: National Trades Fire Insurance Com- 
pany. 
Ir. Bush was department manager in the 
arolinas and Virgina for several companies 
reference to this fact, the report says: 
he commissions from under 
contracts are treated entirely as income of 
Nixie Tire Insurance Company. In _ pre- 
he company’s annual statement, these 
deducted by it from various 
iting expense accounts, thereby show- 
‘ontract commissions as a deduction 1n- 
an increase of income. 
hough the department contract 
part of the business of th 
contracts are the property of Mr 


correspondent. — | 


operations 
sions are 


business 


as a 


resulting from the har 
tracts enter into the under 
eain or loss of the company. 
ite allocation of expense incident to 
handling the business for these contract compa- 
ies cannot be determined from the records of 
as such expenses are entered in 
com si ad 3 hooks along with and asa part 
general ‘eutswetie expens¢ 
“Separate records should be maint 
the company’s office covering all expenses in- 
curred by the company in handling 
from which a commission is derived under the 
department contracts.” 
In view of this, it seems that a rumor might 
have arisen to the effect that Mr. Bush was 
a profit for himself out of these 
\pparently he was not. However 
hat the contracts are his property, 
and | take it that, in the event his connections 
Dixie should he would 
contracts with him. Apparently th 
examiners did not approve of the method used 
ror handling this business. 
\nother paragraph from the report reads: 
a treasurer is the only officer under bond, 
being $25,000. 
on the company's funds may he 
1¢ president se and tree isurer, 
the signature of two of 


Tr losses 


se con 


its ¢ 


ained in 


business 


fact remains t 
vith the severed, he 


1 
take these 


‘retar\ 
these 


items of salary 
following figures 


reference to various 


xpense, the 


other 


expense 


Connrrrons oF Recorps 
riginal story stated that the company’s 
in a state of confusion Mr. 
; iS answer, as . ign it. attributed 
this to a shortage in clerical help during the 
influenza epidemic several vears ago. I quote 
again several paragraphs from the examination 

report : 

‘The company has a ledger control account 
premium income and aggregate 
There are no subsidiary led- 
written and return premiums 
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tor aggregate 
return premiums. 
ger accounts tor 


Fire Insurance 








When the annual state- 
ment 1s prepared, the segregation of premiums 
written ts obtained from the reserve register. 
The total written premiums in 1922 in the re- 
serve register is less than the amount in the 
ledger premium account.” 

‘The return premiums in this 
obtained from a tabulation of return premium 
cards. The cards are punched from the data 
o1 the premium register and the ledger account 
is posted from the agency journal. For each 
ionth there has been a variation between total 
of the cards and the amount in the agency 
journal, due to errors in checking the accounts 
in the accounting de partment. The company 
has adjusted these differences at the end of the 
year \djustments for 1923 are made 
monthly.” 

‘The company has no agency balance 

rd of agents’ balances does not 
agency journal on account of carry 
hao statement of the balance due in 
f the balance shown by the company as 


by classes of coverage. 


report were 


being 


ledger 


agree 


Americat 
Jersey and the 


“Reimsurance acceptances from the 
Insurance Company of New 
\lerchants Fire Assurance Corporation New 
York—and in 1923, from H. W. Brown & Co 
are entered on the company’s from 
memorandum — statement rendered 
monthly showing balances due on monthly writ- 
ines and Bordereaux do not accompany 
these statements.” 
“Policies covering 


records 


accounts 
losses. 


insurance on property on 
which the company has made loans were 
checked and discrepancies brought to the at- 
tention of the company’s officials. The amounts 
vary from those reported in Schedule B of 
the company’s 1922 statement, but the changes 
are principally increases favorable to the com- 
pany. 


Commenting on the 
aminers say: 
“Unpaid 


1922, were 


unpaid losses, 


existing on Decembe ; 
totaled from the loss register and 
records of the loss department. The agegre- 
gate lesses outstanding, less sa ib re- 
coverable, $187.620.83. This amount is 
$42,872 18 in excess of the loss re reported 
in the company’s 1922 statement.” 

\gain, with reference to the matter of keep- 
ing records there is this comment: 

“The reserve register is posted from the 
records of the tabulating department for direct 
husiness. Due to differences between the tabu- 
lating department and the accounting depart- 
ment premium records, heretofore ‘rele to, 
the deer account of written premiums ex- 

aggregate in the by 
$o.271.79 for the year 1922. 

‘As previously stated, the records 
department and the 
ment should be in agreement. 

“All direct business is carried on a monthly 
eserve basis. The company keeps no record of 
reserve on reinsurance business accepted from 
the Merchants Fire Assurance Corporation and 
the American Insurance Company of Newark. 
At the close of the vear a statement of the re- 
serve to he set up by the business 
ceded to it is received from these companies. 
The monthly statements from these companies 
do not give the terms of a eig and, as before 
stated, are not accompanied hy hordereaux. 
Reinsurance acceptances ro the American 
Peinsurance Exchange are in monthly summary 
form by terms from which the reserve is cal- 
culated hy the company at he close of the 

The erve could be readily calculated 
h mon from these summary statements.” 
‘’ ould vou, based on your knowledge of the 
business, sav the were 

antiael otherwise ? 

Tn another instance. IT think your correspon- 
dent was not far wrong. T am unable to recon- 
cile Mr. Bush's statement that only a small dif- 
ference existed between the company’s records 


losses 


were 


serve 


ceed reserve register 


of the ac- 


counting ibulating depart- 


Dixie for 


records 
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‘A NATIONAL INSTITUTION OF SERVICE”? 


FEDERAL SURETY COMPANY 


DAVENPORT, IOWA 











Condensed Statement, June 30, 1923 CAPITAL FULLY woe [3 
/ AL AF a es eR CN ace re orn arise ND 9 775,25 
ASSETS SURPLUS RESERVES al 
| Si?) 2 jui be) oh een A RE a $9,935 .13 
NR ia ee te sae ics ee ee $ 330,415.92 For Commissions................... 57,167 34 
Govermnent MOSER oy chr te aie cs Za alscenns tae tet 150,869 .02 ~ Ra ees nanny evan a ee ‘ ga ‘91 
Real Estate Mortgage Loans.................... 629,830.00 Surplus....... WO Rets Papen: i open 7 
Premiums in Course of Collection. .............. 316,042 .51 Total Saenlue Na oo ies ne . Sas 
Bills Receivable............ EMipous ermveenartmee eee 86,431 .25 WE — oa. nent TRE ORES ara 630,764 34 
Interest Accrued......... shondedstdvandl buster tauuieneeeete 15,341 .96 4 . ere ae : 
Other Assets seis kai tak Hor Remsurance Net... 0.6605 haces $15,406 .98 
BET AASSCES... es 5 se sta Stee eee eee eee ences 22) 21,567.25 Dividends Unpaid.................. 1,413.00 
aay @] mR = Current ACCOUNtS). <0. 55. ose cnt ns 4,500 .00 
NE 8 yer ving ual onda enc Gactilers $1,550,497.91 Ant other Liabilities... 11.1121 | ... 1,526.61 
Byes Assets Not AGmitted | 5)... dinners es 4 9 121,637 .06 = ? 846. 46 49 
Net Admitted Assets............00eeceeeeeeee. $1,428,860.83 $14 ee 860 .83 


The strength of an insurance institution is measured by its Net Surplus to Policyholders 
OUR GROWTH IN SURPLUS TO POLICYHOLDERS 
1920 1922 


ee nl yen te oe eeandicns: JW Ai scanvtades peesawiasceesed $741,214.53 


1921 


i 5 ine $927, 250.17 


$780,150.00 ON DEPOSIT WITH THE STATE OF IOWA 
OFFICERS 


CHARLES SHULER W. L. TAYLOR 
President Vice-President and General Manager Avalon Meas tetas 
GEO. E. DECKER FRANK B. YETTER CHARLES GRILK 
Vice-President Secretary-Treasurer General Counsel 


























THE ADJUSTER'S MANUAL 


‘The International Indemnity Co. is to- 


C. H. HARBAUGH, M. D. ‘day upon a sounder basis than at any 


Expert Examiner and Adjuster 


Entirely Rewritten, Illustrated and Greatly Enlarged. timet inttscareer. Its policy is to dispose 


This new edition retains all the valuable features of romptl ! 
this well-known book. Each page has been slightly P dead and res ae ethical basis Sef 
enlarged and over one hundred pages of new matter “all claims where liability exists.’’ 


added. Each article on diseases contains an additional 
paragraph under a new heading and forty-four entirely 
new articles on accidents and diseases have been added. 
In addition to these new articles, this new second edi- 
tion contains tables of the bones of the body, the muscles 
and their functions, and a glossary of medical terms— 
seventeen hundred medical words commonly used in the 
-ngacinc and health insurance business being ee —from a recent report by the Cali- 
t contains a new index, so complete that anything can : 
be found in the book without trouble. fornia State Insurance Department 
The new second edition of The Adjuster’s Manual will 
prove extremely valuable to all claim adjusters and is 
a in any office settling accident and health 
claims. 


Price, in Flexible Leather Binding, $3.00 


7 P 
Pm. nian ony will be allowed on orders of one hun= International 
S. INDEMN ITY COMPANY 


lomobile Jnsurance 


Published by “Gecc one Gee : 


THE SPECTATOR COMPANY TITLE GUARANTEE BUILDING 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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and the bank accounts. I find this appearing 
in the financial statement of the report: ; 

“Cash in banks over amount on company’s 
books, $931.27.” 

This financial statement makes detailed ad- 
ditions and subtractions to the company’s sur- 
ius. The largest single decrease is on account 
of unpaid loss reserve, and amounts to $42,- 
872.18, as mentioned above. The net result of 
these changes made by the examiners was a 
decrease of $29,427.45. 


DivipENDS AND EARNINGS 

Commenting on the profits received by the 
stockholders of the Dixie, the examiners have 
the following to say: 

“The dividends paid since the merger with 
the North State Fire Insurance Company rep- 
resent an average yearly return to the stock- 
holders of 3.85 per cent.” 

The summary made by the examiners of the 
underwriting and investment exhibits shows the 
earnings by the company’s figures to have been 
$4,622.05 in excess of dividends paid and by 
using the figures in the examination report, $24,- 
8os.40 less than dividends paid. The report 
at this point reads: 

“To adjust these figures to the basis of the 
North Carolina statement of 1922, $3,115.16 of 
reinsurance deducted as not admitted in New 
York, but admitted in North Carolina, must 
be added to the company’s figures above of 
$4,622.05, and deducted from the examination 
report figures of $24,805.40, so that the results 
on the North Carolina basis “would be that 
amount more favorable to the company. This 
change would show the earnings over dividends, 
by the company’s figures, $7,723.21, and, by the 
examination report figures, $21,690.24 less than 
dividends paid. 

“On each basis, the dividends for 1922 were 
not earned. The year 1922 was a year of un- 
fortunate underwriting results generally and 
the company’s loss experience was high, along 
with all underwriters. The operations of that 
year cannot be considered without keeping in 
mind underwriting experience of the companies 
in the field.” 

Judging by the detailed figures appearing in 
the report the company had other years of “un- 
fortunate underwriting results.’ I quote the 
following from the report, the figures repre- 
senting underwriting losses for the years in- 


dicated : 
1) ee $134,089.56  1915........ $6,020.44 
1910........ 42,229.12 1916........ 6,094.57 
eee 43,763.97 SOQ oes cect, 574.63 
TO er cary 4479504 FOR. ..02- 33,903.20 
1 See eee 23,607.70 DE eiccwsrele 104,533.44 
UE raze. sisi 80,959.70 

The following gains from underwriting were 
made : 
1 Re $20,564.17 (23 |}: er $50,278.47 
BOIS orc ts se 58,433.67 


In connecion with the foregoing. I would 
like to call attention to the loss and expense 
ratios to premiums of the Dixie. The figures 





quoted are taken from “The Fire Insurance 
Pocket Index,” published by The Spectator 
Company : 
Percentages of-—— 
Losses Losses : 
Incurred Paid Expenses 
93.8 52.6 
62.5 42.9 
pan ctsenits 85.2 47.1 
58.9 43.4 
Ar orree Sa 48.9 
Shewdte 69.0 47.4 
ee 14.0 11.3 16.9 
kisie vere 37.6 $2.3 37.9 
deco soars 36.6 80.5 35.0 
aim Swleleinarasece 10.7 36.5 $5.8 
40.3 3e°5 36.4 
Renae . 10:% 69.9 43.0 
52.5 59.0 40.0 


The figures do not appear for the year Tors, 
[an explanatory foot note says: “Com- 


pany reinsured large amount of business, thus 
accounting for abnormal exhibit.” 

[ might add that according.to the examina- 
tion report, the company has paid an annual 
dividend of $30,000 to its stockholders every 
year since 1913, with the exception of I9I4, 
when no dividend was paid. 

It seems somewhat singular to me that Mr. 
Bush should have taken exception to the fact 
that THE Spectator gave publicity to the 
rumors that have been afloat, and apparently 
had nothing to say about what other insurance 
papers published. I notice that several of them 
have given considerable space to the affairs, and 
at least one of them has commented on the mat- 
ter editorially, yet the only editorial comment 
Tue SpecTATOR made was to state the source 
of authority for its story. I notice the follow- 
ing in another paper: 

“No comment was made by the examiners, 
other than that rendered necessary to explain 
the figures, evidently because they did not wish 
to become enmeshed in the present court 
tangle.” 

It would seem in view of the fact that other 
journals have been printing items about the 
lixie that you could not very well have af- 
forded to have remained silent, and as a sub- 
scriber, I am writing to say that your efforts 
to keep your readers informed are appreciated. 

SUBSCRIBER. 

Columbia, S. C., July 17. 


lowa Pond of the Blue Goose in Annual 
Splash 

Des Mornes, Iowa, July 24- 

ing perfected and a program outlined for the 


Plans are be- 


annual splash of the Towa Pond, Blue Goose, 
at Lake Okoboji, July 31 and August 1 and 2. 
It is proposed to make this the biggest event 
in the history of the organization. It comes 
at the 
McHugh, Most Loyal Gander, is bending every 


logical vacation season and James 
energy to make the occasion a notable event. 
The three days set apart for the splash will 
give ample time to pull off numerous stunts 
now under advisement and it will afford a great 
opportunity for the membership to get together 
for a good time. 

S. E. U. A. Executive Committee Meets— 
Farm Insurance and Local Board Rules 
Discussed 
The question of making forms for the writ- 
ing of farm insurance, advisory or mandatory, 
was discussed at a meeting of the executive 
committee of the South Eastern Underwriters 
Association held at Asheville, N. C., last week. 
Due to the fact that a number of members had 
not yet been heard from no action was taken. 
On the question of reviewing local board 
rules for approval as mandatcry to members, 
the the 
matter intro- 
duced in the Western Union, it was decided to 


executive committee decided to leave 


open. As the matter was first 
wait upon the final disposition of it by that 
body. 
Geo. A. Morin with Hampton Roads 
George A. 
aging underwriter of the fire department of the 


Morin has been appointed man- 


Ilampton Roads Fire and Marine Insurance 
Company of Norfolk, Va. 
business over twenty vears, having 
the Federal 


He was for ten years with the 


He has been in the 
insurance 
recently been secretary of Union 
of Chicago. 


lidelitv-Phenix, and has also had experience 


20 


with the Atlas and the Caledonian. He has 
also been active in underwriters’ organizations, 
having been president of the Association of 
Fire Insurance Examiners and a director of 
the Fire Insurance Club of Chicago. 





The Spectator—Another Milestone 


Our worthy contemporary THE Spectator 
has celebrated the fifty-fifth anniversary of its 
birth by issuing an exquisite Quinquennial Num- 
ber, handsomely got up and brimful with inter- 
esting and instructive articles by the leading 
lights of American insurance. This number 
once more brings home to us what a load of 
debt insurers and insurance journalists all over 
the world owe to THE Specrator; it has in- 
deed in these past fifty-five years been a true 
guide, friend and philosopher to everybody con- 
nected with the finest profession in the world. 
The name of that excellent journal is really 
misleading: it is far more than a neutral on- 
looker, it is and has always been a motive force 
in international insurance. Semper ardens! 

This Quinquennial Number of THe Spectator 
contains among other good things a few crisp 
sayings of great American statesmen on the 
subjects of life insurance. The late Theodore 
Roosevelt said: “Life insurance increases the 
stability of the business world, raises its moral 
tone and puts a premium upon those habits of 
thrift and saving which are so essential to the 
welfare of the people as a body.” His political 
opponent, Woodrow Wilson, not differ 
from him in that respect. His opinion is: “If 
a man does not provide for his children, if he 
does not provide for all those dependent upon 
him, and if he has not that vision of conditions 
to come, and that care for the days that have 
not dawned, which we sum up in the whole idea 
of thrift and saving, then he has not opened 
his eye to any adequate conception of human 
life. We are in this world to provide not for 
ourselves, but for others, and that is the basis 
of economy.” , 

Carry on, Spectator! Keep on carrying on. 
—The Scandinavian Shipping Gasette. 


does 


Annual Book of French Insurance 
Companies 
The “Annual of Insurance Societies and the 
Principal Foreign Companies,” published at 97 
Rue Richelieu, Paris 2, France, requests all 
American companies desiring to obtain a pre- 
ferred position in the supplement reserved for 
the United States to send their copy for in- 


sertion directly to it. The cost is stated as 100 


francs for a half page and 150 francs for a 
full page. The price of the “Annual” alone, 
without an announcement, is 30 francs. The 


“Annuaire des Societes D’Assurances” for 
1923 contains over 1200 pages of information 
about insurance companies of France and other 


laws, statistics, agencies, etc. 


WANTED 


General Fire Agency 


countries : 





Can plant 100 local agencies in best 


towns and cities of Arkansas, Mississippi 


and Tennessee in six months. 


“ 


M. L. MARTIN 


Memphis Tenn, 
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NY time you are in Baltimore, you are cordially invited ) 
to visit our new Home Office buildings, which we : 
believe are different and will interest you, no matter in what : 
capacity or branch of insurance you may be engaged. ” 
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LIFE 

The date specified in a life policy as the 
date for payment of premiums controls and 
the policy will lapse, unless premiums are 
paid on that date or within the period of 
grace of one month thereafter. Insurer not 
estopped to claim that premium was not paid 
prior to date of expiration. Where profits 
were not to be apportioned until end of 20- 
year accumulation period, beneficiary not 
entitled to claim that policy was extended by 
reason of earned profits before expiration of 


20-year period. 


In action upon life insurance policy, defense 
was that the policy had lapsed for non-payment 
of an annual premium. A jury was waived by 
stipulation of parties and the court made spe- 
cial indings ot fact, as follows: 

The policy Was issued for $15,0C0 on. the 
ordinary life plan, was dated February 27, 1901, 
but the annual premiums of $478.65 were made 
payable January 31 in each year. A period of 
f one month was allowed for payment 


grace ¢ 
The applica- 


of all premiums except the first. 
tion for the insurance provided that the de- 
fendant should not be liable unless the policy 
should be issued and the first premium paid 
during the lifetime and good health of the in- 
jured, and when paid should relate back to the 
date of the application. Policy provided that 
if any indebtedness was due the company, and 
if any premiums were not duly paid, that the 
policy would be endorsed for such amount of 
paid-up insurance as the excess of the reserve 
over indebtedness would purchase, on written 
request by insured; but in absence of such 
request for paid-up insurance, the net amount 
which would have been payable as a death 
claim on the date to which premiums had been 
paid would continue automatically as term in- 
surance for such time as the excess of the 
reserve would purchase. In case of lapse the 
reinstatement “under the 


Written application to 


policy provided for 
following conditions”: 
the home office with evidence of insurability 
satisfactory to the company, and payment of 
all back premiums, with interest at five per 
cent. Policy also provided for apportionment 
of the accumulated profits on January 31, 1921, 
if insured should be then living and the pre 
miums paid to that date “and not otherwise.” 
The defendant is a mutual life insurance com- 
pany. The insured the policy on 
March 1, cor, and then paid the first premium. 
On February 28, 1917, the insured obtained a 


received 


cash loan of $4635 on the security of the 
policy, and delivered to the company a loan 
agreement, agreeing to pay interest at five per 
cent upon the amount of the loan, and that the 
loan should become payable if any premium 
Or interest on the loan should not be paid when 
due. The premium for 1918, the loan and the 
interest thereon remained unpaid on February 


18, 1918, when the insured wrote by letter of 
February 18th to the company asking for an 
extension, if possible, of the date of payment 
and for the best settlement which he could 
make, stating that he did not think that he 
would be able to pay the premium in full. 
The letter was mailed to the company’s home 
office in New York City and forwarded by the 
company to its St. Louis office for attention. 
The St. Louis office wrote on lebruary 27th 
acknowledging the letter, and stating that the 
maximum amount available as a loan was $4950, 
and further stated that after such new loan 
had been made a balance of $412.27 would be 
due the company on the premium and_ loan. 
On March 12th the St. Louis office again wrote 
policy had 


insured, stating that the 


and that before the 


to the 
lapsed, company would 
accept any settlement it would be necessary for 
him to furnish his personal certificate of health. 
On March 29th the insured enclosed his check, 
together with the loan papers and his health 
certificate. The St. Louis office sent to him 
a temporary receipt for the remittance, and 
advised him that the health certificate was in- 
complete, and that a small amount of interest 
was due because of the delay in the remittance. 
Shortly afterwards the insured died in such 
physical condition that he was unable to fur- 
nish a satisfactory health certificate. 

The entire reserve on the policy on January 
1918, was $4,648.35, and exceeded the in- 


35 
thereby secured hy $13.35. This 


last named sum was applied by the company to 


debtedness 


extend the insurance for a period of seventeen 
On appeal from judgment for the de- 


days. 
That the 


fendant the plaintiff contended: 1. 
annual premium for 1918 was paid within the 
period of grace stipulated in the policy. 2. 
That the policy had earned sufficient reserve 
so that he was entitled to be credited with suf- 
ficient profits to extend the insurance to date 
of death of the insured. 3. That the defendant 
was estopped because of its delay in replying 


> 


to the insured’s letter of February 18, 1918, 
from claiming that the policy had lapsed. 4. 
That it was not made to appear that the de- 
fendant had sent the insured a notice stating 


the premium would be due as required by 
New York. The 


policy was 


when 
a statute of the State of 
court held, however, although the 
delivered on March 1, 1901, the premiums were 
pavable according to the explicit terms of the 
contract on January 31st of each year, and the 
premium necessarily had to be paid within a 
period of one month thereafter. The date 
mentioned in the policy for the payment of the 
premiums governs and not the date when the 
first premium was paid. Turther, under the 
terms of the insurance policy the profits were 
not to be apportioned until January 31, 1921, 
and the amount thereof as determined by the 
would have been conclusive upon 


Inasmuch as this date had not 
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defendant 
the insured. 


Detlselons 


By Joseph @. Beller of the New York Bar 





arrived, there were no profits upon the policy 
which could be applied to extend the insurance. 
The defendant letter 
of February 18th as promptly as could be done 


answered the ‘insured’s 
in the ordinary course of business by forward- 
ing it to its St. Louis office, which made the 
reply as early as possible. Under these cir- 
cumstances it cannot be held that the defendant 
was estopped to claim that the premium was 
not paid in time. The New York laws provide 
that a life 
feited unless a notice is mailed to the insured 


insurance policy cannot be for- 
fifteen days before premium is due, which was 
not done in this case. However, the statute 
applies only to policyholders who live in the 
State of 
plaintiff. 


New York and does not benefit the 


(McCampbell vs. New 
Circuit Court of Ap- 


Judgment affirmed. 
York Life Insurance Co.. 
peals, sth District, 288, Fed. 465.) 

The provision in a policy of life insurance 
for half benefit for death * * resulting from 
any accident occurring or illness contracted 
within six months from the date hereof, and 
thereafter * * * in full benefit held to be 
ambiguous and construed most favorable to 
the insured. 

The action was brought on an industrial life 
Plain- 
tiff had obtained a verdict in the lower court 
for the full amount of the policy with interest 


insurance policy for the sum of $140. 


and ro per cent damages and $150 attorneys’ 
fees for vexatious refusal to pay. Defendant 
appealed. 

Policy provided as follows: 

This policy is in half benefit for death (full 
benefit for disability) resulting from any acci- 
dent occurring or illness contracted within six 
months from the date hereof; thereafter it shall 
be in full benefit. * Weekly benefit for 
sickness or accident, $7. Funeral benefit (pay- 
able for accident and natural death), Sry4o. 

The policy bore date of March 3, 1919, and 
the insured died on February 7, 1920. In the 
certificate of death, the attending physician 
stated that he first treated the insured during 
the last week of his life, that the cause of his 
death was hypertrophic cirrhosis of the liver 
and that the disease had continued for eight 
months. Other medical testimony was intro- 
duced by plaintiff to show that the insured did 
not contract the disease which caused his 
death until some time after November, 1922. 

The trial court instructed the jury that, if 
the policy had been in force for over six 
months, and was in force at time of insured’s 
death, and that the proof of death required by 
defendant was furnished to it by plaintiff and 
that defendant refused to pay the amount of 
$140 specified in the policy, the verdict should 
be returned for the plaintiff. 

This instruction was approved on appeal— 
the court holding that the policy as drawn was 


ambiguous, so that it was open to two construc- 
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Public Accountant 


Actuarial 


Actuarial 











HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 














Prominent Agents and Brokers 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 
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FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 











25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 











LEON IRWIN & CO., Inc., New Orleans, La, 
REPRESENTING 
American Eagle Auto- National Union 
mobile-Hartford National-Hartford 
American Equitable Philadelphia Under- er Company 
—— of America 


Amer. As- writers 
Stuyvesant Automobile Insurance 


Fidelity. Phenix 
BROKERS’ LINES SOLICITED 


Insurance Underwriters 












LES 
LEO H WALDMAN 
i SS 


3 Cedar St. New York 








Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 


JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








JNO. A. COPELAND 
Consulting Actuary 


JAS. R. COTHRAN 
Associate 


322 HURT BLDG ATLANTA, GA. 
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A. SIGTENHORST 


CONSULTING ACTUARY 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 


Colcord Bidg., OKLAHOMA CITY, OKLA, 





een | 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntaats 


THE BOURSE PHILADELPHIA 


| 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 











National City Bank Bldg., WACO, TEXAS ‘ 





FREDERIC S. WITHINGTON, F. A.'1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-849 
DES MOINES, IOWA 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


**20 Years’ Experience Backs Our Service”’ 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 























W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION | 


28 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 

















Examiners and Adiusters 





— 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











JAMES H. WASHBURN, F.A.I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY _:: NEW YORK CITY 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 

MENTS BY EXPERTS — niger SERVICE — OUR 
REPUTATION is based on ormances=W e show 
results. Send for booklet o co act Liability, Com- 
Auto, Fire and Theft, Collision, ropertY 
Admiralty, Subrogations, Personal Accident, 
ake. Plate Glass. 


SS 
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Miscellaneous Insurance 











———————— 


Insurance Attorney 








Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr 


ienced Investigators and Adjusters—Lia- 
ae Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 




















Adjuster 














Tel. Mulberry 2613 
NEW JERSEY CLAIMS 


estigated and adjusted. All lines handled. 
f pone and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Proctor Building Newark, N. J. 




















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











tions. That construction must be adopted which 
is most favorable to the insured. Under the 
other construction, i. e., that the insured can 
recover only half benefit where the disease was 
contracted within six months after date of pol- 
icy, the insured could not tell when half bene- 
fit period ended and the full benefit period be- 
gan. Such a construction is too uncertain. 

Defendant refused to pay, stating that the 
clause in question was ambiguous. The insur- 
ance company should have paid without litiga- 
tion, knowing the rule of construction in deal- 
ing with ambiguous insurance contracts and the 
question of whether this litigation was vexa- 
tious was properly submitted to the jury. Judg- 
ment affirmed. McAlister v. National Life Ins. 
Co. (St. Louis Court of Appeals, Missouri), 
251 S. W. Rep. 08. 


State Mutual’s Seventy-Fifth Birthday 
Souvenir 

The State Mutual Life Insurance Company 

of Worcester, 

souvenir in recognition of the sev- 


Mass., has gotten out a very 
handsome 
anniversary of the company. The 
illustrated and contains 
and interesting history of the com- 


enty-ffth 
souvenir is profusely 


complet. 


pany’'s affairs. 

TI Lifforsakrings-Aktiebolaget Thule of Stock 
holm has issued a handsome hook of tables and text 
in celebration of the company’s fiftieth anniversary. 





The Spectator’s Contributions to 
Insurance Progress 

In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns——The Journal of Com- 
merce. 

The circulation of the publications of 
The Spectator Company, including THe 
SPECTATOR, amounted for the past year to 
about 2,000,000 copies, averaging nearly 
These standard publica- 
tions, covering life, fire, casualty and 


40,900 weekly. 


miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 


of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 


various instirance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











Claims Must Be Filed in Ninety Days 

BirMINGHAM, ALA., July 17.—Persons who 
seek compensation under the Alabama work- 
men’s compensation law for injuries suffered 
in the scope of* their employment must file 
their claims within ninety days and no excuse 
can be offered for failure to make such claims 
within that time under a decision of the Su- 
preme Court this week in the case of Ex Parte 
J. T. Harper from Walker county. 

Harper sought a writ of certiorari directing 
the Walker circuit court to allow him com- 
pensation for injuries alleged to have been re- 
ceived while employed in a coal mine. He 
insisted that his failure to file his claim within 
ninety days as required by law resulted from 
a statement from the coal company’s physician 
that he was suffering from kidney trouble and 
not from injuries received while in the mines. 
The Supreme Court held that the workmen’s 
compensation law requires the filing of the 
claim within ninety days. 

Praise from an Insurance Editor 

The Quinquennial Number of THe Specrator 
came duly to hand, and I have read and studied 
it carefully; reveled and delighted in it. 

Most heartily do I congratulate its esteemed 
publishers upon its superb issuance. 

It is a rich mine of varied and valuable 
thought, suggestion and information along 
almost every line of a business that has grown 
to gigantic proportions mainly during the life- 
time of THe Spectator, and which throughout 
has had in that publication a “guide, philosopher 
and friend’ of incalculable value and power 
immeasurable. 

This number of THe Spectator is more than 
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a magazine of wisely directed thought and ripe 
knowledge in the great domain of insurance 
self-help and protection; it is an inspiration 
and encouragement to every one engaged in a 
calling than which none is practically more use- . 
ful, more beneficient, nobler or loftier, from 
the presidents and officers of the greatest com- 
panies down to the brave and estimable men 
who carry the “little black books” of the in- 
dustrial institutions. 

And to all of the great public outside the 
insurance ranks fortunate enough to see and 
read it, this particular SpecrAToR must prove a 
wonderful revelation of the scope, aims and 
accomplishments of insurance. 

A last word of appreciation of this Quin- 
quennial Sprcrator, one of high praise for the 
very artistic way in which it is gotten out; a 
really beautiful work of art, a rich and rare 
expression typographically and otherwise of the 
art preservative of all the arts—printing. 

Shades of Gutenberg, Coster, Caxton and all 
the great master printers of the past, how this 
SPECTATOR would delight each and every one 
of vou!—Joseph Atkinson, former editor of 
Prudential Record. 


PROMINENT PATRONS OF LIFE 
INSURANCE 
New Edition of This Valuable Book Lists 
12,000 Names 


A brand new edition of “Prominent Patrons 
of Life Insurance” has just been issued 
by The Spectator Company. This publication, 
which has long been recognized as one of the 
best canvassing documents ever produced, is 
about double the size of the previous edition, 
containing the names of about 12,000 persons 
who each carry from $50,000 to $4,500,000 of 
life insurance. In addition, there are hun- 
dreds of letters from heavily insured people 
highly commending life insurance as a protec- 
tion and an investment. 

The new book also embraces a division de- 
voted to business or corporation insurance, and 
contains favorable opinions on life insurance 
and portraits of the president of the United 
States and members of his Cabinet, several ex- 
presidents and thirty-two State governors. 

The information is arranged by geographical 
groups of States, the cities and towns in each 
State being arranged alphabetically, and the 
names of persons located therein are shown 
in alphabetical order, with the amount of life 
insurance carried by each set opposite his name. 

In the partnership and bwsiness corporation 
insurance department, the same general arrange- 
ment is followed, the names and locations of 
concerns for which the insurance is carried be- 
ine listed as well as the names of the parties 
on whose lives the insurance is issued. 

In order to assure the accuracy of the in- 
publishers not only com- 
municated with general agents and agents 
throughout the country, thus securing thou- 


formation, the 


sands of new names, but sent personal letters 
to all policyholders listed. The book, there- 
fore, contains the most complete and accurate 
list of largely insured persons ever published. 
“Prominent Patrons of Life Insurance” con- 
tains about 400 pages of lists and letters, is 
well printed and durably bound, in convenient 
size for the pocket. Its price in limp clotk 
binding is $4, and in flexible binding $4.50, 
with liberal discounts for quantity orders. 
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1923 POCKET STATISTICS 


Relating to the Insurance Business 


Useful to Insurer and Insured 


THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition 
of the principal stock fire insurance companies in comparative 
form for ten years. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of 
American and Canadian life insurance companies in compara- 
tive form for five years. 

THE POCKET REGISTER OF LIFE ASSOCIATIONS, showing 
the condition and business stipulated premium, assessment 
and fraternal associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, 
showing the condition and business of stock and assessment 
accident insurance companies and associations transacting 
personal accident insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCEL- 
LANEOUS INSURANCE COMPANIES IN AMERICA, 
showing detail condition and business of 104 companies 





Live Men Wanted 


R* the largest life insurance company in the Middle West 
writing both Industrial and Ordinary. 

Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 
offers excellent opportunities at this time to insurance men, 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance Co, 
CINCINNATI, OHIO 








CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
555 Asylum Street Hartford, Conn, 
CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 














IDUBLICATIONS OF C. & E. LAYTGN. 


The undersigned are sole agents in the United States for the old establi 
ee : > is 
publishing house of Charles & Edwin Layton of London, England, whose long os 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 


transacting various classes of business in comparative form 
for ten years; also additional table listing 176 companies not 
writing multiple casualty lines, or whose operations are more 
limited, showing one year’s figures only. 


The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1922. The tables are made up in 
convenient pocket form, having serviceable manila covers, and are invaluable 
toinsurance men of all classes for ready reference. These publications are 
frequently spoken of as ‘‘Spectator Charts,’’ and have become standard authori- 
ties because of their trustworthiness and the convenient manner in which they 


are made up. 


PRICES 
In Manila Cover 75 cents In Flexible Pocketbook $1.25 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 


SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
cece ee Se. He vee 

















Thousands of Legal Decisions are Contained in 


HUDDY ON AUTOMOBILES 


Sixth Edition, 1922 


This valuable reference work is of use to 
Insurance Companies, Claim Adjusters and 
Automobile Insurance Agents 


All Phases of the Law of Automobiles Covered. 


SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 
The National Life & Accident Insurance Co. 
Home Office: National Building NASHVILLE, TENN. 














Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 


The chapter Titles are: 
















i one 19. Cyclists, — and miscellane- sickness, accident, death, all under one eed 

2. Historica ous travelers cat z 

3. Nature and status 20. Frightening horses Premiums 5 cents to 50 cents per week. 

4. Right to use highways 21. Railroad crossings JOHN H. McEACHERN, President 

5. Statutory regulations 22. Street railways R. H. DOBBS 1 Vi Presid 

6. Municipal ordinances 23. Liability of owner for conduct ° ° , Ist Vice-President A J 

7. Federal control over motoring 2 of driver , S. C. McEACHERN, 2nd Vice-President 

8. Licensing and registration 24. Status of guests and passengers 

9. Jitneys, taxicabs and public 25. Safety of highway for automo- I. M. SHEFFIELD, Secretary 
carriage for hire bilists 

10. Private carriage for hire 26. Measure of damages for injury 

11. Garages to automobile 

12. Chauffeurs 27. Criminal liability 

13. Miscellaneous subjects of regu- 28. The manufacturer ° ; i E 
lation 29. INSURANCE Tie Great Ainenioan/turtuall * Record-Break 

14. Lied of the road . 30. 20m a ing Year 

15. Negligence, in genera 31. Liens Ry 

16. Collisions with other vehicles 32. Evidence = J dernniby, is in rospect 

17. Collisions with pedestrians 33. Forfeiture of vehicle for viola- — es p 

18. Contributory negligence of pe- tion of law wa ee. mi, Sy we Sa. for The Great 
destrians Slips PR, American. The 

1382 Royal Octavo Pages =e A a — 


Se: OS me 0) | which has 

P swept the coun- 

try has not af- 
MANSFIELD, OHIO fected Great 
° , American busi- 
Ohio’s Largest and Strongest ness. It was 


Automobile Insurance Company never better. 


Price, $12. 


THE SPECTATOR COMPANY 


Selling Agents 
NEW YORK 





CHICAGO 
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INSURANCE PROTECTION 
THAT THAT 
INSURES PROTECTS 





There is an Equitable Policy fax every Life Insurance Need 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 


120 BROADWAY *« NEW YORK 
oP 




















W. A. DAY, President 
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INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 


























ACACIA MUTUAL LIFE ASSOCIATION 


THIS DID NOT HAPPEN BY CHANCE 
New Insurance Issued in 1922. oa . $38,942,000.00 


Gain in Insurance in Force............... 21,462,805.00 
Insurance in Force December 31, 1922.... 122,685,100.00 
DTS ee EEN ee ree 6,828,344.87 
mpcrense an Assets... ..... 6 .cccccceseccvecs 2,214,850.30 
Increase in Reserve... ...........csccce0. 1,683,761.00 
Increase in Surplus. .........000cc0scccccee 431,446.67 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C. 














RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 

FARMERS NATIONAL LIFE INS. CO. 


F. N. L. Building 3401 Michigan Ave. Chicago, IlIlinvis 








HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America’ 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. 



































NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and riage holders satisfac- 
torily. ME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 











A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting, 
Per 1,000, $20; per 500, $12; per 100, $3 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Rheneanansl thes Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Manan? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole’ 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
Insurance Exchange 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President J. M. Yoes, Secretary 

















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 








Among the 125 com- 
panies writing Per- 
sonal Health and Ac- 
cident Insurance in 
the United States the 
Provident stvuod 
TWELFTH in 1922 


























DIRECT premium income, not including the 
President ahaa fe 6 ee 
lle and Liability Departments. 
AVAILABLE During the year the Provident 
CLIFTON MALONEY IN 20 passed one of the oldest and best 
STATES companies in the business. It is 
now hot on the heels of another of 
ioh- b. national importance. 
Only high type men and haderereiien can ob It’s FULL SPEED AHEAD for 
tain contract to represent this company. the Provident. Why not travel 
with us? 
For salesmen and saleswomen of such type ree 
: : = fata A To | 
we have an interesting contract to offer, THE - 
backed by real co-operation. p Ri O V IDEN 
JACKSON MALONEY Life and Accident Insurance Co. 
Vice-President bn 
of Chattanooga 


Manager of Agencies 
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Yes— 
We Have No Lemons 


Paraphrasing a popular song, ‘‘Yes* 
We Have No Lemons” in the form of 
Agency contracts. 





BK yf 


It has always been the ambition of the Lincoln Na- 
tional Life Insurance Company to make every one of its 
agents a success. " 


Each man who takes a Lincoln National Life contract 
is trained in the practical field problems of selecting pros= 
pects, presenting his appeal in the most forceful manner 
and conducting his business properly. He is backed 
up all the way along by a most efficient Home Office 
Co-operation. 


Because each Lincoln National Life Agent understands 


the vital interest his Company takes in his success he 
is sure that it pays to 


Nk uP (wire THE (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $265,000,000 in Force 























Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 








INTERSTATE CASUALTY CO, 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


Houston 


CHICAGO SAN FRANCISCO 
Chronicle Building 


HI 
830 Insurance Exchange Alaska Commercial 
Building Buflding 











LouISVILLE SaLt Lake City ALBUQUERQUE 
Gaunt & Harris 1015 Boston Building 112 South Third Street 
Speed Building 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


Se eet ee: $11,171,260.67 
New Insurance Paid for 1922...... 21,305,237.00 
Paid for Insurance in Force Decem= 

rere ae ee 90,759,578.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 


Address: E. G. SIMMONS, Vice=President and 
General Manager, New Orleans, U. S. A. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 
PSG OES oc cccccarsseterecmialeceeree Oe Oe ee $ 32,633,933 .05 





MC SR UIIOS rossi soicccie caste crcrete Nola teicher ee 28,512,821 .50 
Camital anid Sues... «o:iveierexelans sore arcloarsterseion 4,121,111 .55 
ESHER NCE ABO OLCE 6.556 oscsccs ace So velinddueiscelolavewees 230,322,163 .00 


Payments to Policyholders..............c00 2,331,155 .50 
Total Payments to Policyholders since Organ- 
AACA OTN car ctecens crus ais tarelote ahccene GisioiccLonynieaete $30,051,860 .92 


JOHN G. WALKER, President. 
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QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition, has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEPIT for accidents occurring while riding ta 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


d no class of risk is more exposed to this hazard, through constant use, 
cn the Preferred risk. They will want this policy. . 


THE PREFERRED ACCIDENT INSURANCE co.” 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 




















THE PEOPLES LIFE INSURANCE CO. 


of Illinois 
A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Peoples Life Bldg. 
Chicago 


Home Office 


E. A. NELSON, Pres. 











Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Sound = Progressive = Successful 


Insurance in Force over $112,500,000 
Assets over 12,100,000 


Operates in Texas only 














INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. ‘The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It is an exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


‘SA World of Strength”’ 























LIFE 


WILLIAM ALEXANDER’S 


EDUCATIONAL SERIES OF 
FIVE VOLUMES ON 


INSURANCE 


What Life Insurance Is and What It Does 
Practice may teach the agent how to sell insur- 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the ‘‘strength of the everlasting 
hills."’. This book explains these basic facts. 
They are essential to the successful salesman (1) 
because familiarity wit them gives him unbound- 
ed courage, and (2) because they enable him to 
advocate his cause with convincing force. 


How To Sell Insurance 

The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and build up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It wiil 
also be useful to those who are engaged in the work 
of training inexperienced agents 


The Prosperous Agent 

This little book is for the guidance of experi- 
enced and inexperienced agents alike. It gives a 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. 


The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagi- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. 


One Hundred Ways of Canvassing For Life 
Insurance 

This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 
plans. 
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AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


Commayitee 100 BROADWAY 
Office Building 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 




















A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 














CAPABLE POLICY-PLACERS 


Can always find a satisfactory opportunity for work with this Company in good 
territory—men who can collect the premiums as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of Agencies 








GOING -- GOING! 


Recently we published a list of States 
in which we had openings for direct Home 
Offce Agencies providing liberal first 
year commissions, splendid renewals, and 
an ideal arrangement for financing the 





Agency. - 
Following is the original list. 

*Memphis, Tenn. Sioux City, Ia. 
*Cleveland, Ohio *Indianapolis, Ind. *Kansas City, Mo. 
Columbus, Ohio Grand Rapids, Mich. Topeka, Kansas 
Cincinnati, Ohio Roanoke, Va. Missoula, Mont. 
*Richmond, Va. New Orleans, La. Helena, Mont. 
*Knoxville, Tenn. Rockford, III. *Denver, Colo. 
*Nashville, Tenn. *Springfield, Ill. *Huron, S. Dakota 
Chattanooga, Tenn. Des Moines, Ia. 


*Indicates that this territory has been closed. 

Behind the Agency contracts which we offer there are 42 
years of honorable dealing. The Company is purely mutual. 
It was one of eleven that did not cut dividends during the 
Influenza and War, in addition to which a new dividend sched- 
ule, substantially increasing the old one, was announced 
September Ist. 

Address in confidence 
O. J. LACY, 2nd Vice-President, in Charge of Agencies 
THE MINNESOTA MUTUAL LIFE INSURANCE CO., 
Saint Paul | 














NOW READY 





NY 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to class of business for 


EACH STATE ‘and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (AIl Classes) 

The statistics relating to Fire Insurance and Total 
Business are subdivided according to classes of com- 

panies as fol'ows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 
IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 


while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag ol 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Admitted Assets, Jan. 1, 1923 
$3,616,216.00 


COMBINATION 
ONTRACTS 


aa IN 
ort LIFE 
IF E HEALTH 
i ACCIDENT 
NE OLICY 
- NE REMIUM 
—PAYS— 
INSURANCECO. DOUBLE DEATH 


BY ACCIDENT 


Northern Life Building 
Loss of Hands, Feet, 


SEATTLE, U.S.A. 








;. yes 
Permanent Disability 
HOME OFFICE, SEATTLE, U.S.A. Benefits 


Reliable Representatives Wanted —— = a 





D. B. MORGAN 
President 























1857 


The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


1923 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 
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WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 
JOHN W. DRAGOO, Secretary 


A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 
AND 
BIG COMMISSIONS that make it worth- 


while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines lowa 























‘FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual 2 
COONAN obs cosa sceeectsertcseuecceece $1,0C0 000 
DOS SEO ee CRT. 17,334 014 
Reserve and other Liabilities. .......... 12,744 105 
pS ESS) i eearcerrrr cr ti 4,589,909 
Surplus to Policy Holders. ............. 5,589,909 


E. C. IRVIN, President. ; 
J. W. COCHRAN, Vice-President. _ 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Tredsurer. 
R. N. KELLY, JR., Assistant Secretary. 





BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 
Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 





Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 























Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 





NEW EDITION OF 


PROMINENT PATRONS 
OF LIFE INSURANCE 


This well-known work, of which the 15th edition has just been 
issued, is one of the 


BEST CANVASSING DOCUMENTS 


ever issued for the use of life insurance agents. It contains 
the names of about 


12,000 PERSONS CARRYING $50,000 to $4,500,000 OF 
LIFE INSURANCE. ALSO HUNDREDS OF LETTERS 
FROM HEAVILY INSURED PEOPLE PRAISING LIFE 
INSURANCE. 

New features in this edition are highly favorable opinions on life insur- 
ance of the President of the United States and his Cabinet, with portraits, 
opinions and portraits of four-ex-presidents, and opinions and portraits of 
32 State governors. 

This new edition of PROMINENT PATRONS OF LIFE INSURANCE 
contains 388 pages, embracing about twice as many names as 
any previous edition, and may be carried in the pocket. 


PRICE 
SINGLE COPY, Limp Cloth Binding......... ... $4.00 
- = Flexible Binding................. 4.50 
PRICES IN QUANTITIES 
Limp Cloth Flexible 
45. 12 copies $51. 
90. 5 = 105. 
175. 50 — 200. 
325. 100 sf 375. 
775. 250 a4 875. 
1500. 500 = 1625. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


—_ Address S. W. GOSS, Vice-President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 








AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing $12.00 
quarterly. Covers every disease and every accident. Liberal com- 
mission paid to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pres. 
C. O. PAULEY, Sec’y & Treas. 


Westminster Bldg 
CHICAGO, ILL. 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922 $7,369,835 

Payments to Policyholders and their beneficiaries in Death i 
Claims, Endowments, Dividends, Etc 5,400,769 fF 

2,206, 762 

Net Interest Income from Investment 2,110,922 
($722,352 in excess of the amount required to maintain the 
reserve) 

Actual mortality experience 52.87% of the amount expected. 

Insurance in Force 

Admitted Assets 


$232,163,052 
46 253 71 
FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 
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An Enviable Reputation 


Great-West Life policies are planned on the broadest principle of service to ; 
policyholders. The company bears an enviable reputation for low 
rates, extremely low premium rates, and large profits to policyholders with com. | 
plete provision for protection. Fe 

For full particulars of rates and plans write to 


THE GREAT-WEST LIF«: ASSURANCE C0, 


HEAD OFFICE—WINNIPEG 




















C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 











UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 
Care of THE SPECTATOR. 














Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states g 
Illinois and Missouri with direct Home Office contracts, Liberal : 
policies. 


CAPITOL LIFE INSURANCE COMPANY, 
OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION — 
OF THE MACCABEES iq 
Largest Fraternal Peet ae rae in the wall 


A “*‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $16, 000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS FRANCES D. PARTRIDGE ‘ 
Supreme Record Keeper, Port Huron, Mie 3 


aa 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 





= FOLDER 
SHOWING ELABORATE DISPLAY , 





MIDLAND LIFE INSURANCE CONPANI 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City," 


THE COMPANY. 


Practical insurance men of long experience | 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


JOHN M. SMULLIN, Secretafy | 


THE MANAGEMENT. 


OKL AHOMA,} 


THE TERRITORY. 
The best territory | 


DANIEL BOONE, Jr., President 





PANY 


ubstantial 
nsas City, 


x perience 


AHOMA, | 
territory 


Secretary 





